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The Market Break and Policy Loans 


Representative Cross Section of Business Shows 
Markedly Abnormal Demand for New 
Money During Financial Crash 


M. A. LINTON, 


Vice-President, Provident Mutual Life Insurance Company 


HE home offices of life insur- 

ance companies had reason to 
] know that something unusual 
was happening when the stock market 
broke last October and November. 
There was an unprecedented demand 
for policy loans that kept policy loan 
departments working overtime for days 
on end. 

In order to discover the extent to 
which the companies were called upon 
to meet the abnormal demand, a group 
of thirteen companies contributed their 
figures for the fifteen weeks Sept. 2- 
Dec. 14. These thirteen companies 
have in force about 22% per cent of the 
total ordinary insurance (not including 
group insurance) outstanding in this 
country. 

New Money Required 


A sample as large as this is a 
fair one from which to judge the extent 
to which the institution of life insur- 
ance in this country was affected by 
the abnormal situation. 
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The most useful figures to tabulate 
are those showing the amount of new 
money required to meet the demand for 
policy loans. The new money repre- 
sents the amount of new loans and the 

















M. A. Linton 


increases in outstanding loans, less the 
loans repaid in cash. The amount of 
new money required differs from the 
increase in outstanding policy loans by 
the amount of policy loans canceled by 
book entries resulting from the can- 
cellation of outstanding insurance 
through death, maturity, or surrender. 

The story for these thirteen com- 
panies is told in the following diagram. 
The solid line represents the amount of 
new money required each week to meet 
policy loans and the dotted line repre- 
sents the weekly increase in outstand- 
ing policy loans. 


Peak in November 


The diagram shows that prior to the 
major break which started in the week 
of Oct. 21, the thirteen companies re- 
quired on the average about $2,000,000 
of new money each week to meet the 
demand for policy loans. During the 
week ended Nov. 2 this shot up to a 


(Continued on page 24) 
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ASELEIVE THIRDPARTY SMOKES 





(and properly) of devoting much 
of this column to a “big company”— 
one of the leaders of the world, I must 
again remind my public that Frank L. 
Jones, vice-president of the Equitable 
Life Assurance Society of the United 
States, is a speaker who never wastes 
a syllable. I have puzzled my brains 
for the last few months trying to ana- 
lyze this man’s appeal to the various, 
and diversified, audiences I have been 
privileged to “set in with.” Finally, I 
have come to the conclusion that he is 
interested in, and knows a lot about, 
human beings. 

* * * 


UJ pocat 1 I had two pages at my dis- 


A" the great risk of being accused 


posal, I could not attempt to even 
summarize Mr. Jones’ remarks, but I 
still insist he is one of the very few 
who can get away with a half an hour 
of this and that and still have folks 
say, as they are waiting for coats, 
“nice talk.” 

LL of which was inspired by last 
A week’s Equitable luncheon to 
those who have made the group depart- 
ment what it is. Incidentally, William 
J. Graham is an executive who seems 
to inspire those working for him to bet- 
ter last month’s and last year’s records 
at any given moment. 

ISS BETTY MERRITS, an ad- 

mirer of the Nash leaflets, has 
caught the spirit of those compositions 
and submits the following story com- 
piled by a clever arrangement of the 
titles of several of Mr. Nash’s well- 
known leaflets: 

The Widow’s Awakening was caused 
by Real Reasons. Her Hopes Were 
Shattered while Safeguarding The 
Home against Tempting Fate. But 
she speculated with John Applegate’s 
Insurance and Lost A Lot Of 
Money. She came to The End of The 
Road when she tried Shooting Her 
Policy To Pieces. The Doctor’s Ex- 
perience and The Sense of Self Preser- 
vation should have warned her not 
to Throw Away The Life Boat, but in 
Defying Fate she lost A Great Future. 

* * Bo 


HE will of the late Haley Fiske, 
who was president of the Metro- 
politan Life Insurance Company, dis- 
closes that he was a practitioner as 
well as a preacher of the benefits of 
life insurance. He carried well over 


$100,000 of life insurance, most of it 
with the Metropolitan. 


EW YORK bail bond racketeers 
N who have been made the target 
for a direct attack by both State and 
local authorities are rapidly retreating 
under the cross fire of a machine gun 
like barrage of rigid investigation and 
prosecution. As a result New York 
City jails are nightly being filled to 
capacity. The increase in the city’s 
prison population has, according to the 
latest newspaper reports, reached more 
than fifty per cent within a few days. 
In other words, more than half of the 
city’s prisoners were being kept out of 
jail by bond sharks, operating illegally, 
charging excessive rates, and what is 
perhaps their most serious infraction 
of the law, pressing their “clients” to 
raise the money, “honestly if you can, 
but raise the dough.” 


* * * 


\ A 71TH the jails filling up with 

people who would take a bail bond 
if available, it seems like there is a lot 
of night court business going to waste; 
business that corporate surety com- 
panies might as well have as not. It 
may be argued that reliable bonding 
companies or their agents are not well 
enough acquainted in underworld 
circles to scrutinize the various risks 
that come up at a minute’s notice and 
need immediate attention. There is 
little doubt that night court agents of 
surety companies could soon establish 
their own sources of news. Their tips 
would come from the same sources as 
those previously received by the bond 
sharks. In other words one of the best 
solutions seems to be fight fire with fire. 


%* * 


N December of 1925 District At- 

torney Ferdinand Pecora, of New 
York County outlined bail bonding in 
the following statement: 

“One of the principal objects of bail 
is to insure the appearance of the de- 
fendant in court whenever he may be 
wanted for trial. Under our law, a 
man charged with a crime is presumed 
to be innocent until his guilt has been 
established beyond a reasonable doubt. 
It is not possible to try a man charged 
with a crime, immediately upon his 
arrest. If it were, there would be no 
necessity for the giving of bail. When 
a man is arrested for the commission 
of a bailable offense, he is held for trial. 
Unless he is able to furnish bail, he is 
kept in custody pending the determina- 
tion of the criminal suit by the State 
against him. If, however, he is able to 
give bail, he is at liberty, until his trial.” 








IS name is “Mac’’—there’s at least 

one in every insurance office on 
William Street. Mac is very young 
but he’s had lots of experience. He’s 
been with the Globe & Rutgers, the 
Aetna, the Phoenix, Continental and 
London Assurance among others, 
although he chooses but one or two of 
them to offer as references when he 
goes job hunting—a pastime he in- 
dulges in about six months out of the 
year. 
66 STARTED out in this racket as a 

‘boy’ ” says Mac. “You know, just 
runnin’ errands and lookin’ after the 
mail, but I seemed to just natchurlly 
catch on t’ things quick like and I’m 
with the Lunnon less than a year and 
they makes me a map cloik. I’m a map 
cloik for three or four years in five 
or six different companies gettin’ ex- 
perience, when I gets an offer to come 
over here as assistant counnerman, on 
account a’ my knowin’ a lot of guys 
when I was placin’ reinsurance for the 
Sun and a bunch of other of them Euro- 
peen companies. I like to woik for 
them European companies. Treacha 
like a brother. Why, I tol’ Mr. Mooch 
only yestiddy, I says, ‘Listen, Mr. 
Mooch, I got an offer from a Euro- 
peen company and unless ya can meet 
my figger, why you can get a new 
assistant counnerman.’ Any guy that 
thinks I’m gonna woik for a _ lousy 
twenty-fi’ dollars a week with my ex- 
perience is crazy.” 

* * * 


M*s is a natty dresser. That is, he 

is never caught without his spats 
and his slicker haircomb. He’s always 
on time at the office, in fact he is fre- 
quently at his desk reading his copy 
of the Daily News before Mr. Milque- 
toast arrives on that early ferry from 
Jersey. He is equally prompt at de- 
parting. On the dot of five he bounds 
over the counter and is banging his 
way through the subway turnstile at 
5.02. At noon, Mac, along with Eddie 
and the rest of the gang, eases into a 
drug store and swinging his leg over 
a stool orders “a hamanswiss on rye, 
coffee half an’ half.’ After lunch they 
saunter up Nassau Street. 


* * * 


E don’t know much about Mac’s 

private life except that every pay 
day he dates Miss Blotz, the blonde 
telephone operator, for the Roxy. “She’s 
a dizzy dame,” Mac explains, “but a 
good kid on a party.” 
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American Life Insurance 


MERICA can look with pride 
on the progress life insur- 
ance has made. It was formerly 
our custom to look to England for 
innovations in life insurance. 
That time has gone and America 
is far in the lead. Today we have 
a branch of the business—group 
insurance—which originated 
here, and which when introduced 
into England had little success. 
We are informed that the aver- 
age duration of life increased 
8.99 years from 1911 to 1925. 
This may be due in some degree 
to other causes than life insur- 
ance, but we should give due 
credit to those companies which 
are so wholeheartedly plunging 
into the business of lengthening 
life. Though not wholly gratui- 
tous, the profits from this form of 
endeavor are so remote that no 
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- past half century. 


company can charge up definitely 
what it gains from this outlay. 

Though the philosopher may 
cavil at so-called American super- 
fluity, we cannot but say that as 
an insured nation America is 
capable. Comparatively, the rest 
of the world is uninsured com- 
pared with the progress we have 
made. Over 75 per cent of the 
life insurance written in the 
world is written in America. 

Life insurance is today a strict- 
ly scientific business. No busi- 
ness asks such versatility of the 
high executive. Actuarial sci- 
ence, economics, finance, admin- 
istration, medicine and law all en- 
ter into the business of life in- 
surance. 

We have progressed far in the 
In it we have 
seen collective bargaining permit- 
ted, labor recognized as a factor 
in the industrial world, compen- 
sation laws enacted, free education 
provided to the highest limits, 
and inheritance and income tax 
laws passed to curb great wealth. 
Progress will continue just as 
rapidly as it has in the past few 
years, and life insurance will 
grow just as greatly as it has in 
the past twenty years. 

It seems that as this continent 
becomes more densely populated, 
the wealth per capita will increase 
within certain limits and then 
start to decrease. We can well 
vision the importance which life 
insurance will attain in a busier, 
wealthier age. 


To Benefit Those Taxed 


UMAN nature being what it 
is—and what it has been 

and what it will continue to be— 
it is not surprising that insur- 
ance companies are always in 
what may well be termed immi- 
nent danger of being unduly taxed 
by State legislative bodies. Gov- 
ernments continue to want money 
and in spite of cries for economy, 
each year seems to demand more. 
Taxes are usually levied where 
they can most easily be collected. 
Insurance companies have great 
sums of money, in trust, of course, 
and their assets are not concealed. 
Tax them all they will stand 
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seems to be the motto in many 
States. They are easy to get at. 
Fire insurance companies do- 
ing business in South Carolina 
some time ago had levied against 
them by that State a special tax 


of one-tenth of 1 per cent. Con- 
cerning the right or wrong of this 
tax we will not here argue. But 
it is of interest to note a sugges- 
tion regarding the use to be made 
of this added revenue to the State. 
The State insurance commission- 
er, Sam B. King, in his annual 
report, urges that the funds re- 
sulting from this special tax be 
employed to investigate fires of 
suspicious origin in the State with 
the view to reducing fire losses. 
As is implied, such a reduction of 
fire losses would tend to reduce in- 
surance rates. It might be added 
that the insurance commissioner 
has also suggested in his report 
that the annual insurance agents’ 
license fee be increased. 


It might be noted that during 
the past year the revenue of the 
insurance department of South 
Carolina was something over 
$487,000, an increase of more 
than $8,000 over the previous 
year. The department expended 
during the year just a little less 
than $24,000. The number of 
licensed companies doing business 
in the State during the year was 
443. Some thirty new companies 
entered the State during 1929. 


It appears that of the money 
paid in taxes to the State by these 
companies, something like $460,- 
000 was used for purposes other 
than the investigation, regulation 
or anything else connected with 
insurance. Since practically all 
States have insurance depart- 
ments which are intended to, and 
do accomplish much good for the 
insurance business in the protec- 
tion of policyholders and the 
proper regulation of insurance 
companies, it is quite fitting that 
the policyholders, in the form of 
taxes levied on the insurance com- 
panies, should pay for these. But 
there are many who may well 
question what it is necessary in 
any State to so tax the insurance 
companies that above all the ex- 
penses of the insurance depart- 
ment there should be a surplus 
which is used for entirely differ- 
ent purposes of anything like 95 
per cent. 


Whether or not an investiga- 
tion financed with the receipts of 
the special tax of one-tenth of 1 
per cent levied on the fire insur- 
ance companies, would produce 
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the results anticipated by Insur- 
ance Commissioner King, we do 
not know. He says that it is a 
matter of record that the fire in- 
surance rates in some of the ad- 
joining States are lower than 
those prevaling in South Carolina, 
and that the reason for this is 
largely due to the careful inspec- 
tions made by their insurance de- 
partments and to thorough in- 
spections of all suspicious fires. 
We do not doubt the truth of such 
an assertion, and it could hardly 
be called unreasonable that this 
fraction of the money paid the 
State by the fire insurance com- 
panies should be used in that 
fashion. Fire insurance policy- 
holders, who represent a consider- 
able part.of the population of the 
State, might well consider it a 
sane and reasonable request that 
they get some such a return for at 
least a fraction of their money. 





Sales Attributes 

One of the most frequently dis- 
cussed topics in insurance selling 
is the standardized method of 
approach for agents and solicitors. 
A practice has been adopted by 
some companies and agency 
managers of providing their men 
with a story to memorize which 
brings out the striking points of 
the article to be sold as well as a 
rehash of the opening remarks. 
This may be a good system but it 
does not develop originality. No 
man has ever made a real success 
in any line of work without a 
substantial measure of creative 
genius. All the fine points of the 
most convincing argument, in 
short, the finest story in the 
world will more often prove fruit- 
less when one spark of versatility, 
of which originality is the very 
germ, would have done the work. 

The determined agent with a 
thorough knowledge of his busi- 
ness and a definite studied system 
with no “canned talk” but simply 
enough originality to pick up the 
talking points as they come along 
and sense the direct needs of his 
prospect has the elements of suc- 
cess within his grasp. All advice 
to agents must be general and 
adaptable to the human element 
in the seller as well as the human 
element in the buyer. No man 
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should take it upon himself to 
formulate a system of procedure 
applicable to every case, for that 
would assume that he personally 
knew every person that the agent 
might ever canvass for an appli- 
cation. It might also assume that 
every agent in his organization 
had the same mental faculties 
and the same psychological make- 
up. Every prospective policy- 
holder, as well as every insurance 
agent is an individual with his 
own peculiarities and idiosyncra- 
sies. 
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The inflexible determination to 
succeed, coupled with a new 
specialized approach applicable 
to the peculiar personality of 
each prospect is the real business 
getter. Men who have never 
tried might find this hard to work 
but originality, which everyone 
has to some extent, may be de- 
veloped as easily as it may be 
stifled and it pays better to de- 
velop it. Determination and 
knowledge with originality will go 
farther than repetition of a story 
that has not the human touch. 
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$100,000,000,000 of life insurance was in force at the end of July, 
1929, in the legal reserve companies of the United States, num- 
bering about 300. Over $7,000,000,000, or more than 
ONE-FOURTEENTH,, of this total is in this Company. 
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NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N.Y. 
DARWIN P. KINGSLEY, President 
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Leroy A. Lincoln Made 
Vice-President 


Succeeds Late R. L. Cox of 
the Metropolitan Life 
Insurance Co. 





Continues as General 
Counsel 





Francis O. Ayres Becomes First 
Vice-President—With Com- 
pany 40 Years 


President Frederick H. Ecker of the 
Metropolitan Life Insurance Company, 
New York, on Tuesday of this week 
announced that Leroy A. Lincoln, first 
vice-president and general counsel of 
the company, had been elected to be 
vice-president, succeeding Robert Lynn 
Cox, who died Jan. 21. Mr. Lincoln re- 
tains the title of general counsel. 
Francis O. Ayres, second vice-president 
of the Metropolitan, was appointed first 
vice-president. 

Mr. Lincoln was born in Little Val- 
ley, New York. He was graduated 
from Yale College in 1902 and two 
years later was admitted to the bar 
and practiced law in Buffalo until 1915. 
He was a delegate to the Constitutional 
Convention of 1915. Jesse S. Phillips, 
at that time newly appointed superin- 
tendent of insurance for New York 
State, persuaded him to become coun- 
sel to the State Department of Insur- 
ance. He resigned two years later to 
join the law firm of Rumsey & Morgan, 
New York. In 1918 he was appointed 
general attorney of the Metropolitan 
and later named general counsel. When 
Mr. Ecker succeeded the late Haley 
Fiske as president of the Metropolitan 
last March he recommended the crea- 
tion of the office of first vice-president 
and Mr. Lincoln was the first to hold 
that position. A short time after he 
was made a director of the company. 
With President Ecker he has been mak- 

(Concluded on page 9) 
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The Late Robert Lynn Cox 


NEW YorK, N. Y.—Robert 
Lynn Cox, vice-president of the 
Metropolitan Life Insurance Com- 
pany, died Wednesday evening, 
January 22, at his home in Mont- 
clair, N. J. 

After studying law in New 
York and making his name known 
in political circles, Mr. Cox be- 
came attorney and secretary of 
the Association of Life Insurance 
Presidents in 1907. Upon the 
death of Grover Cleveland, in 
1908, he succeeded the former 
president as chief executive of 
the Association. Mr. Cox re- 
signed in 1916 to accept the posi- 
tion of third vice-president of 
the Metrovolitan Life Insurance 
Company and in 1922 he was 
elected second vice-president. In 
1929 he was elected vice-presi- 
dent and a member of the Board 
of Directors. 











New Pittsburgh Agency 
Pittsburgh is the latest addition to 
locations being opened by Bankers Na- 
tional Life Insurance Company of 
New Jersey. Wallace H. Englehardt 
and Joseph Rosenberg are in charge. 


Farm Mortgage Loans 
Causing Alarm 





Insurance Companies Said 
to Be Withdrawing from 
Field 





Shown by National Survey 





Protests Received by Board of 
Agriculture and Also the 
Farm Board 


WASHINGTON, D. C.—Jan. 28.—Re- 
ports to Washington that the insurance 
companies are either withdrawing from 
the farm mortgage business or so re- 
stricting their activities as to make 
difficult the situation of the farmers 
are causing much uneasiness in ad- 
ministration circles, and an appeal has 
been made to the executive committee 
of the National Business Survey Con- 
ference to meet with the heads of the 
insurance companies in an effort to 
straighten out the situation. 

The business survey conference was 
organized at the suggestion of Presi- 
dent Hoover with a view to preventing 
disaster as a result of the recent stock 
market deflation, and is understood to 
have the expressed cooperation of the 
insurance industry in stabilizing con- 
ditions. The reports of retrenchment, 
accordingly, came as a shock to the 
administration, which had been led to 
believe that the insurance companies 
would make every effort to support the 
business men in other lines. 

Details of the reports reaching Wash- 
ington are understood to have been laid 
before the conference executive commit- 
tee by Secretary of Agriculture Hyde. 
Definite information is lacking, but it is 
understood that he has been advised that 
one of the large New York life insur- 
ance companies has been refusing for 
the past year to renew loans on maturity 
and that another has been reducing its 
agricultural loans 90 per cent in the 


(Concluded on page 13) 


Life Insurance 
























8 





Guardian Managers’ Con- 
ference Marks 70th 
Anniversary 
Three-day Gathering at White 


Sulphur Springs to Discuss 
Agency Development Plans 
for the Year 


Under the direction of Agency Vice- 
President James A. McLain, a con- 
ference of Guardian Life Managers, 
representing those agencies east of the 
Rocky Mountains, will be held on Mon- 
day, Tuesday and Wednesday, Jan. 27, 
28, and 29, at the Greenbrier in White 
Sulphur Springs, W. Va. 

At this gathering, plans for the 
progress and development of The Guar- 
dian’s agency organization in 1930— 
the company’s seventieth anniversary 
year—will be discussed. The various 





phases of agency activities outlined for 
the current year will be presented by 
The Guardian’s Home Office Agency of- 
ficials, comprising Vice-President Mc- 
Lain, Superintendent of Agencies 
Frank F. Weidenborner, Jr., Assistant 
to Agency Vice-President Joseph E. 
Lockwood, and Agency Assistant 
Richard W. Griswold. 


Addresses Richmond Association 
of Life Underwriters 


RICHMOND, VA., Jan. 18.—Albert E. 
N. Gray, supervisor of Ordinary Agen- 
cies of the Prudential, was the speaker 
at the regular monthly meeting of the 
Richmond Life Underwriters Associa- 
tion last week. The following were 
elected to membership in the Associa- 
tion: Lionel C. Wayne-Roberts, Penn 


Mutual, G. J. Cox, Metropolitan, R. P. 
Rutledge, New York Life, and John 
Daniel Sheppard, New York Life. 









PRUDENTIAL NOTES 


Agent Raymond M. Fuchsgruber, of 
the Oshkosh district, has been promoted 
to the position of assistant superinten- 
dent in the same district. 

The following were recently admitted 
to Class “A” of the Prudential Old 
Guard: Agents Thomas C. Barclay and 
Harold A. Johnson, of Duluth; George 
J. Tennessen, of Racine, and Harold H. 
Dings, of Des Moines; Assistant Super- 
intendents Gilbert W. Stream, of Du- 
luth, and Herman J. Gauchel, of 
Racine. 

Assistant Superintendents Carl F. 
Borchardt, of Davenport, and Harold 
F. Schulz, -of Oshkosh, have joined 
Class “B” and newcomers to Class ‘‘C” 
are Agents Thomas J. McHale, of Min- 
neapolis No. 1, and George C. Suckow, 
of Milwaukee No. 2, and Assistant 
Superintendent William F. Hennig, of 
St. Paul No. 1. 



















INCORPORATED 1835 


GEORGE WILLARD SMITH, President 


New England Mutual Life 
Insurance Company 


87 Milk Street. Boston. Mass. 





BEGAN BUSINESS 1843 








Gross Assets ; 
Total Liabilities . 


Total Income , 


Surplus, Mass. Standard . 
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Abstract from the Eighty-sixth Annual Report 


For the Year ending December 31, 1929 


$236,83 3,880.58 
220,951,108.75 
15,882,771.83 









50,685,830.12 


Including Premiums Received 


$37,476,654.35 


Total Disbursements 


Including Payments to Policyholders 


$25,602,380.74 


New Insurance, 1929 
Insurance in Force 


33,325,618.93 





147,858,997.00 
1,202,101,059.00 









Increase 


$17,804.890.43 
16,769,488.02 
1,035,402.41 


3,343,693.03 


3,599,640.75 






4,285,408.00 
88,290,496.00 








Sd 


A copy of the 86th Annual Report will be sent upon request 
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Leroy Lincoln Made Vice- 
President 
(Concluded from page 7) 

ing a tour of the United States and 
Canada in the course of which they ex- 
pect to meet personally every member 
of the Metropolitan field force number- 
ing more than 25,000 men. Mr. Lin- 
coln is 49 years old. 





Leroy A. Lincoln 


The new first vice-president, Mr. 
Ayres, has been with the Metropolitan 
nearly 40 years. He was born in Mas- 
sachusetts in 1862 and was graduated 
from Yale College. He taught school 
in Stamford, Conn., for a few years and 
then became a clerk in the law offices 
of Arnoux, Ritch & Woodford in New 
York City. Mr. Fiske was a member 
of the firm, which was then counsel for 
the Metropolitan. 





Our New Non-Cancellable 


Dividend Policy 


PAYS for any kind of accident from 
$40.00 to $100.00 per month. 


PAYS $60.00 to $150.00 if confined 
in hospital or under graduate 
nurse’s care. 


PAYS for aeroplane or dirigible bal- 


loon accidents. 
d of 5, 
DIVIDENDS 10 ~, Ts sueen, 
Costs $13.00 Annually 
A Wonderful Seller 


Great Western Insurance 
Company 


Great Western Insurance Bldg. 
Des Moines, Iowa 


Great Western Insurance Co. F 


I am interested in an Agency proposition 
with you. Please tell me more. 


WR Kacaduvsianddedsddemictacciascatesavics 


DINED oo nivcccccccwacdsndcaciecktascnseciooss 


Seem emer rere reer ee esas eeeeeeeessseeesesseeeses 
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Travelers’ Statement 
For Year 





Three Companies Paid Over 
Ninety-four Millions in 
Policy Benefits 


—_—_- 


Assets Exceed $600,000,000 





Heavy Expenditures for the Pre- 
vention of Accidents and in 


Educational Work 


During last year the Travelers paid 
to policyholders and beneficiaries of 
policyholders 975,000 checks and bank 
drafts under various lines of insurance 
written by the three companies, it was 
reported to the stockholders and di- 
rectors of the Travelers Insurance 
Company at their annual meetings at 


Hartford on Jan. 22. 


The total amount paid in policy bene- 
fits during the year was $94,761,245 
bringing the aggregate amount paid 
since organization of the insurance 
company in 1864 to $829,850,796. 

The annual statement showed that 
up to the first of this year $25,108,646 
had been expended by the companies in 
the prevention of accidents in manu- 
facturing and construction operations 
and among the operators of fleets of 
automobiles. The prevention of fires 
and explosions of steam boilers. In 
such work the Travelers invested $2,- 
605,922 during last year in the con- 
servation of property and the safe- 
guarding of lives. 

Assets of the insurance company 
were reported at the annual meetings 
as amounting to $607,292,230 at the end 
of last year, with assets of the in- 
demnity company amounting to $22,- 
047,450 and the fire company $14,694,- 
864. The increase in assets of the com- 
panies last year was $53,890,139. 


The total amount of life insurance 
in force at the end of the year was 
approximately four and three quarter 
billion dollars with the total premium 
income from all lines of the three com- 
panies amounting to $184,550,519. The 
income of the three companies from 
interest dividends and other sources 
other than policy premiums during last 
year amounted to $29,374,572 making 
the grand total of income of the three 
companies from all sources $213,925,- 
091. 

Special reserves carried by the three 
companies and which have been set up 
in addition to all other legal reserves 
were shown by the annual statement to 
amount to $31,657,101 and total re- 
serves and all other liabilities $581,- 
360,903. 


“Big-Hearted Al” 


All He Left His Wife Was Advice 
—A Life Insurance Leaflet 
That Is Different 

“Big-Hearted Al” they called him. 
He was a regular guy and a slick one, 
too. “Life insurance?” says Al. “Not 
for me; you’ve got to die to win.” His 
last will and testament consisted of a 
letter of advice to his wife—a docu- 
ment that THE SPECTATOR COMPANY 
has published in leaflet form. 

Big-Hearted Al is the perfect ex- 
ample of HOW NOT to be a husband 
and father. His story will make a lot 
of well intentioned men take stock of 
themselves, and its distribution should 
go a long way toward awakening men 
to their life insurance needs. 

Attractively bound and cleverly il- 
lustrated, “Big-Hearted Al” may be ab- 
tained from THE SPECTATOR COMPANY 
at the following scale of prices: 100 
copies, $7; 250 copies, $17; 500 copies, 
$28; 1000 copies, $45; 3000 copies, 
$120; 5000 copies, $180, and 10,000 
copies, $335. 











Income 


Guaranty Company 


Assets over $250,000.00 
Claims Paid over $1,455,000.00 


Personal income coverage Exclusively 


Line includes “Progressive Dividend,” 
the most attractive yet, and snappiest 
non-cancellable policies on the market. 


A few splendid opportunities 
await District Managers in 
Michigan, Indiana, Illinois, Mis- 
souri, Pennsylvania and Cali- 
fornia territory. 


John G. Malmberg 
President 
Income Building South Bend, Ind: 




















Stephen M. Babbit 


President 


HUTCHINSON KANSAS 
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PAN-AMERICAN LIFE INSURANCE COMPANY 


New Orleans, U.S. A. 


CRAWFORD H. ELLIS 
President 


ASSETS 

ee ees $ 462,803.30 
First Mortgage Loans on Real 

ES Re ee Ra Sete es ate 14,538,155.54 
MINER ce AL te era ca ae atipielcie wien e bie 3,137,280.17 
Policy Loans and Liens........... 4,477,043.32 
PE REREMIRETE IDOEE 55 6 5 a ses es aisw 6S enmsere's 656,350.29 
Cash in Office and Banks......... 497,526.81 
Pwcrtied Interest... 0. .ccccsscces 364,769.60 
Net Uncollected and Deferred Pre- 

TO ee en eee eee 812,002.91 
Due from Other Companies for 

Death Claims on Reinsured Poli- 

“CET SRO ep aps EE ay ie, reser 95,500.00 
Miscellaneous Assets .............. 156,625.88 


FINANCIAL STATEMENT, DECEMBER 31, 1929 





$ 25,198,057.82 


E. G. SIMMONS 
Vice-President and General Manager 





LIABILITIES 


Weeial SROSCEYE oss dcic.c cos aeeeeins os $ 22,165,339.78 
Death Claims Due and Unpaid.... 
Death Claims Reported; Proofs Not 


OU MIIEN oo << ace: ata sai sic wre. ayer ue eonreceavole 


IROGETVO Or “LAKES 65.6015: 6:0)s0:0-0's.0'0)s 
Bills, Accounts, Medical and Inspec- 


Suspense ACCOUNE. 2... 2.0666i00%00- 
Premiums Paid in Advance........ 
Interest Paid in Advance.......... 
Reinsurance Companies’ Reserve Ac- 


COMIC. Foceine vcorsivisssjare elniaie wm atagsaiealaners 


Miscellaneous Liabilities .......... 
Surplus Apportioned for Contingen- 


MNO os crt eVects nate anna ova lacciaiete avers In 


Surplus for Protection of Policy- 


holders over all Liabilities...... 






None 


246,039.48 
78,308.75 


12,440.81 
5,130.46 
8,114.06 

113,617.51 


49,955.54 | 


251,272.25 
30,691.33 
2,237,147.85 





$ 25,198,057.82 


asl Aa CERES © ons oes ye rsa wits sles simersa oleic $ 1,000,000.00 
Insurance Outstanding (Paid for Basis).............. 182,006,873.00 
UNREST GARR ER ST NOES 5 5.65 65;010:6 0's in sees oin'oie stein osaisiavesie 25,198,057.82 
Mean ia cca sla acute soiree ssl 5 ang kava shel olarnsyasereiaie stones 22,165,339.78 
Assets in Excess of Liabilities for Protection of Policy- 

BARREN xe oct seiner incon aa, cea Moran ean ial tex aCe poe oes 2,237,147.85 
Total Paid to Policyholders and Beneficiaries since 

AUER EROS Gen or ooo jo is rer ies Wa oieeseaves ee eee ee 17,424,939.78 


























To Assist Our Agents 


The developing of practi- 
cal ways and means of as- 
sisting in the location and 
placement of contracts is 
one of our first duties to 


our agents .. . and will be! 
& 


PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street, 
Philadelphia, Pa. 

















We Had 


Conference, 


Early in December, leaders of American business and 
industry met in Washington at the invitation of President 
Hoover to consider existing economic conditions and the 
prospects for 1930. In January, the managers and super- 
visors of the Peoria Life Agency Force held their an- 
nual conference to survey the Company’s progress in 
1929 and to plan for 1930. Their conclusions accorded 
perfectly with the findings of the potent Washington 


group. 


They decided that “conditions were fundamentally 
sound”—how could they feel otherwise when the Peoria 
Life had just closed by far the most remarkable year 
of growth in the Company’s history, and at the very 
time of the meeting was entering the class of 200 million 


dollar companies ? 


For 1930, they expected even brighter records to fol- 
low the application of President Hoover’s vigorous 
formula of “action that counts” and the “good old word, 
work!” The Peoria Life 1930 program lays emphasis 
on increased man-power and greater efficiency for its 
agents. In attaining this objective, every practical means 
will be employed. to make more capable underwriters, 
more successful and prosperous Peoria Life agents. 


By such a program, the Peoria Life conference, too, 
may render a small contribution to the national pros- 


perity in our particular field! 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 
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Special Life Course for 
U. of Pennsylvania 





Evening School of Accounts and 
Finance to Run from 
February to May 


PHILADELPHIA, Jan. 27.—The Eve- 
ning School of Accounts and Finance 
of the University of Pennsylvania has 
announced a_ special life insurance 
salesmanship course, to be conducted 
by Irvin Bendiner and designed to give 
the instruction necessary to pass the 
second of the five examinations con- 
ducted by the American College of Life 
Underwriters for the C.L.U. degree. 
The course will open on Feb. 10. 

The lecture subjects are: the life 
underwriter; analysis of human behav- 
ior; motives for buying life insurance; 
constructive planning by the salesman. 


The Pan-American Life 


Excellent results attended the opera- 
tions of the Pan-American Life Insur- 
ance Company of New Orleans, La., 
during the past year. An enterprising 
and progressive agency organization 
has brought forward this company as 
one of the leading exponents of mod- 
ern life underwriting. As of Dec. 31, 
1929, the company reports assets 
amounting to $25,198,058, a gain of 
practically $3,000,000 during the year. 
The assets of the company are well 
diversified, with first mortgage loans on 
real estate predominating and amount- 
ing to $15,538,156. There are bonds 
aggregating $3,137,280; policy loans 
and liens, $4,477,043; real estate, $462,- 
803; premium notes, $656,350; cash, 
$497,527; net uncollected and deferred 
premiums, $812,003; interest and other 
assets of $616,896. Chief among the 
liabilities is the legal reserve of $22,- 
165,340; other miscellaneous liabilities 
bring the total to $22,930,219. Total 
surplus funds on Dec. 31, last, were 
$2,267,839, of which $30,691 was sur- 
plus apportioned for contingencies and 
$1,000,000 was the capital paid up. At 
the close of the year the company had 
insurance outstanding of $182,006,8783, 
which is an increase during the year 
of $8,000,000, and continues a consis- 
tent record of ‘steady advance which 
has marked the company’s growth. In 
the matter of prompt and equitable pay- 
ments to policyholders, it is noteworthy 
that the company had no death claims 
due and unpaid at the end of the year, 
while the total amount paid to policy- 
holders and beneficiaries, since the or- 
ganization of the company, aggregates 
$17,424,940. The company’s official ros- 
ter includes men who are nationally 
prominent in life insurance circles be- 
cause of their ability to lead in their 
expression and thought on practically 
every branch of the life insurance busi- 
ness. The staff is headed by Crawford 
H. Ellis as president and &. G. Sim- 
mon as vice-president and _ general 
manager, 
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MEMBERS OF ACACIA CLUB 








Photo by Tenschert 


An example of the kind of welcome the Acacia Club in Washington, D. C., 
extends to its visitors. These four young ladies are (left to right) Edith 
Robertson, Evelyn Wooden, Elizabeth Talley and Helen Miller, hostesses. 
The Club is a feature of the service department of the Acacia. 


Acacia Club Has Many 
Facilities 

One of the interesting developments 
in policyholders’ service during the last 
two years is the Acacia Club, located 
on the first floor of the home office 
building of the Acacia Mutual Life As- 
sociation in Washington, D. C. 

Membership in the Acacia Club is 
not given to Acacia policyholders as a 
matter of course, but policyholders in 


good standing may become members on 
application, and more than 45,000 have 
availed themselves of the privilege. 

There is no cost attached to member- 
ship in the club, yet the service it ren- 
ders is of real value to those who visit 
the Nation’s Capital or wish to secure 
information regarding the work of the 
Government Departments. 

The success of the club is testified 
by the fact that more than 5600 guests 
have visited and made use of its ser- 
vices. 














The 
Manhattan Life Insurance 
Company 


Its traditions and ideals have 
been built on the motto of 
“Reliability,” and as such has 


earned the name 


of 


“THE OLD RELIABLE” 
Founded 1850 
654 Madison Avenue at 60th Street, New York, N. Y. 
THOMAS E. LOVEJOY, President 
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NEW LEAFLET—NOW READY 


Do YOU RECOGNIZE THIS GUY 
“BIG HEARTED AL”? 
HELIVES RIGHT IN YOUR TOWN 


Every town has its “BIG HEARTED AL”—YOU think 
of him, as do all of his neighbors, just as is told of this 
fellow—only you don’t want to tell him so to his face. 


Hand him a copy of this booklet—don’t you say a word— 
just sit back and watch his facial expression while he reads 
it. He can’t resent a word of the story and the chances are, 


when he has finished reading it, he will return it to you 
and ask: ‘““‘What would ’steen thousand cost me, at my age?’”’ 
) y ag 


The SPECTATOR feels that it is extremely fortunate in being able to offer such a classic to the 
field force, and, that it may enjoy the widest possible circulation, we are publishing it in pamphlet form 


CHICAGO 











“In This Way We Measure” 


A LIFE INSURANCE COMPANY may well 
measure its success by the good it performs rather 
than by great size. Through eighty-six years THE 
Mutua. Lire INSuRANCE COMPANY OF NEw York, the 
“first American Company,” has measured its success by 
the scope, manner and degree of its service. In such a 
way it is measuring now as its service broadens. 

Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and 
Double Indemnity Benefits, and prompt payments and 
practices for convenience of members are embraced in its 
present service. 

It welcomes as field representatives those who know 
that success is according to the natural law of compensa- 
tion—that the best comes to those who give out the best 
of themselves. 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 


an 
Manager of Agencies 








size 4 x 6, 8 pages with illustrations and 4 page cover in 2 colors. 
THIS IS BY H/T. G. HOFFMAN 


Price, single copy, 25 cents 
Wholesale quantity prices quoted on application 


THE SPECTATOR COMPANY 


Publishers 


NEW YORK 























“It Is the Most Easily Sold 
Policy I Ever Saw” 


That is what an experienced agent, new with the 
National Life, says about the Universal Policy. The 
records being made by a host of new agents and a lot of 
old ones lead us to believe this statement is correct. 

The Universal Policy and the National Life Company 
offer these advantages to the policyholder and the 


agent— 
For the Policyholder: 


Company is purely mutual. 

Policies are participating. 

After the first year, limited payments and Endow- 
ments pay face of policy plus everything deposited over 
Whole Life rate for death during premium paying 
period. 

Men and women risks written same rate. 

Unusually low premium. 

Limited Payments and Endowments can be changed 
without examination to lower premium forms at original 
insurance age and original basic rate. 

Juvenile policies. 

Children’s Educational Policy. 

Expectancy Term policy. 


For the Agent: 


Free Direct Mail Advertising service. 

Sales Promotion Department to help agents. 

Non-medical privileges. 

Fine working agreement with liberal first year and 
renewal commission. 

An exclusive new policy with features and benefits not 
found in any other one standard life insurance policy. 

Tie up with a real human institution. 


NATIONAL LIFE COMPANY 


Des Moines 


Seen nNOS 
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Guarantee Fund Life Associa- 
tion, Omaha 


A very strong financial exhibit is 
that presented by the Guarantee Fund 
Life Association, of Omaha, Neb., in 
its twenty-eighth annual statement 
dated Jan. 1, 1930, its assets far ex- 
ceeding those recorded for any previous 
year, the increase last year having 
amounted to $1,178,158. The resources 
of the Association now amount to $15,- 
012,490, and after providing for the 
reserve required by law, $7,221,762, and 
all other liabilities, the Association 
shows that it has an excess of assets 
over liabilities of $6,498,358. It is evi- 
dent, therefore, that the long standing 
record of the Association in increasing 
its assets regularly from year to year 
has been continued through the year 
1929. It also considerably increased its 
insurance in force, which now amounts 
to $179,655,432. 

The principal items among the Asso- 
ciation’s assets are the following: 
First mortgage loans, $3,271,920; 
county, municipal and government 
bonds, $8,571,564; the Association’s 
home office building and other real 
estate, $1,162,843; loans on the Asso- 
ciation’s policies, $1,041,337; cash on 
hand and in banks, $364,021; deferred 
net premiums, $404,470; accrued in- 
terest, $196,335. From the foregoing 
it will be observed that the Associa- 
tion’s resources are well diversified and 
are represented by classes of property 
generally recognized as being of a con- 
servative character. The largest single 
liability of the Association is the re- 
serve required by law, $7,221,762. 
There were no death claims proved and 
unpaid, and claims awaiting proofs 
amounted to but $71,000. Other re- 
serves include one on income policies 
in process of payment, $814,241; a re- 
serve for taxes and office and mis- 
cellaneous expenses, $102,466, and trust 
funds and advance premiums held, 
$304,662. These liabilities total $8,- 
514,131 and leave an excess of assets 
over liabilities of $6,498,358. 

Claims paid in 1929 amounted to the 
large sum of $1,676,181 and bring the 
total of claims paid during the last 
twenty-eight years up to $12,884,592. 
The Association’s mortality experience 
was excellent last year, the ratio of 
actual to expected mortality having 
been but 59.36 per cent, or somewhat 
less than the ratio for the preceding 
year. The death rate per thousand 
dollars of insurance was 8.54. The 
rate of interest earned last vear ex- 
ceeded that of the preceding year, hav- 
ing been 5.48 per cent, the interest and 
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rents collected having amounted to 
$772,491. 

It is manifest from the foregoing 
facts that the Association not only 
makes a very careful selection of its 
risks, but exercises excellent judgment 
in investing its funds. They also give 
evidence of the prompt payment of 
claims. 

The head office of the Association is 
a modern and well built structure situ- 
ated in the heart of the financial dis- 
trict at 18th and Douglas Streets, 
Omaha. 

A noticeable feature of the experi- 
ence of the Guarantee Fund Life As- 
sociation is its consistently low mor- 
tality throughout its career. The very 
favorable results achieved are shown 
by the percentages of actual to ex- 
pected mortality here given: 1902, 40.42 
per cent; 1903, no deaths; 1904, 21.58 
per cent; 1905, no deaths; 1906, 18.63 
per cent; 1907, 19.76 per cent; 1908, 
15.97 per cent; 1909, 12.27 per cent; 
1910, 29.66 per cent; 1911, 27.26 per 
cent; 1912, 31.07 per cent; 1913, 35.10 
per cent; 1914, 34.41 per cent; 1915, 
38.50 per cent; 1916, 40.39 per cent; 
1917, 42.93 per cent; 1918 (year of in- 
fluenza epidemic), 88.56 per cent; 1919, 
46.44 per cent; 1920, 44.96 per cent; 
1921, 43.37 per cent; 1922, 51.07 per 
cent; 1923, 59.26 per cent: 1924, 49.91 
per cent; 1925, 42.69 per cent; 1926, 
48.65 per cent; 1927, 60.06 per cent; 
1928, 59.89 per cent; 1929, 59.36 per 
cent. It will be noted from the fore- 
going that even in the year of the in- 
fluenza epidemic (1918), the actual ex- 
perience was over 11 per cent less than 
that expected according to the mor- 
tality tables. 

The fine progress made in its twenty- 
eighth year by the Association should 
be most gratifying to all who are in- 
terested in the welfare of the Associa- 
tion. including its officers, agents and 
members. In almost every year since 
its organization it has been able to show 
an increase in resources, and, as shown 
above, its mortality experience has 
been consistently well below that an- 
ticipated. 

The Association is deing business in 
about twenty-seven states and has good 
territory open for bright and indus- 
trious agents, to whom attractive con- 
tracts can be offered. 

J. C. Buffington, the president and 
organizer of the Association, has been 
its active executive official ever since 
its organization, and the success and 
reputation of the Association are 
ascribed largely to its equitable and 
capable management. Its official staff 
is made up as follows: President. J. C. 


13 


Buffington; vice-presidents, Edward M. 
Martin and J. W. Hughes; secretary 
and treasurer, R. E. Langdon; medical 
director, Dr. A. C. Stokes; assistant 
secretary and auditor, L. E. Gillespie; 
assistant secretaries, A. D. Hunter, 
J. F. Mulligan and J. F. Kinney; super- 
intendent of agents, F. A. Hicks; as- 
sistant superintendent of agents, A. J. 
Jensen; cashier, J. S. Helgren; actuary, 
Jno. W. Barth; assistant actuary, L. A. 
Stocking; advertising manager, C. R. 
Connolly. 





Farm Mortgage Situation 
(Continued from page 7) 


Middle West and Southeastern States; 
that one of the New Jersey companies 
is virtually withdrawing from the farm 
loan business in the Middle West, as is 
one of the Pennsylvania companies; 
two Ohio companies are withdrawing: 
and one closing out loans on maturity; 
that three Hartford companies aré 
making no new loans in Texas, and a 
Boston company is making no new 
loans in Missouri and Oklahoma. With- 
drawal, it is explained, does not mean 
entire abandonment of farm loan busi- 
ness but cessation only in certain areas 
or States. 

The new policy of the companies is 
understood to be due to loans suffered 
during the deflation period, but it is 
asserted by Secretary Hyde that the 
agricultural situation is not such as to 
warrant the adoption of drastic re 
strictions, and that their imposition 
will bring great distress to farmers 
and tend to decrease their purchasing 
power, the effect of which will be re- 
flected in general business, more farms 
would be abandoned and farm improve- 
ments postponed or given up entirely, 
thus reducing the security value back 
of the loans. 


The effect of the situation, he ex- 
plained, will be, unless relief is af- 
forded, to throw the burden of 
financing the farmers upon the banks, 
and some of the land banks, it is ad- 
mitted, are unable to accept any more 
business. “If the underwriters insist 
on this new policy,” he declared, “the 
farmers must be refinanced. 
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OUR NEW HOME 


Policies for all ages 1 to 70. 

Children’s Policies with Benefici- 
ary Insurance. 

Both Participating and Non-Par- 
ticipating. 

Available Terri- Disability and Double Indemnity. 

tory in 17 States Surgical and Dismemberment 

West of the Mis- Benefits. 

sissippi and in II- Non-Medical. Standard and Non- 

linois and Florida Standard. 

. Sales Planning—Circularization 
Department. 

Perseverance and Producer’s 
Clubs. 

Special Monthly Premium Plan. 














Grow with This Progressive Company 


Central States Life 
Insurance Co. 


HOME OFFICE—ST. LOUIS 

















ee eR PR ESR ER LL 








| 29th Annual Edition—Ready 


Fire Insurance Laws, 
Taxes and Fees 
1929 - 1930 


Revised according to 1929 Legislation, the 
new edition contains 725 pages of most useful 
information, treats of many additional sub- 
jects, and includes County and Municipal 
taxes and fees. 


PRICE $25 
NOW READY 


CASUALTY INSURANCE LAWS, 
TAXES and FEES 


Will be of great value to casualty, surety and 
miscellaneous insurance companies and, repre- 


sentatives. 
Send in Your Order Now. 


THE SPECTATOR COMPANY 


243 West 39th Street 
NEW YORK 


Insurance Exchange 


CHICAGO 















































































BALTIMORE 


A PROGRESSIVE 





‘‘We want 2,000 copies.. 


LT WILL BE OUR OFFICIAL TEXTBOOK!” 









WALTER CLUFF’S 


: a large life insurance 
course of study in 


LIFE Walter Cluff’s new book 


EFFICIENCY 


Now ready 
in book form 


Efficiency, which has just 
come off the press. 
Based upon the experi- 








ences and experiments of 





NEW YORK 








SURETY and CASUALTY 
COMPANY 





don’t profit 
by reading it! 











EDITION LIMITED ! 
RUSH COUPON————> 


Send for this ™2ny_ years educational 
Book today. 


direction of thousands of 
life agents this book is 


being acknowledged as 
Your money the best life insurance 


back if you poe’ manual ever devel- 


THE INSURANCE FIEL 
Box 617, Leulsville, Ky. 


' 

' 

' 

' 

' _ Emelosed is one dollar. Send 
| Cluff’s new book to me. 

: 
' 
' 
' 
' 
' 
' 


Name ...cccccccccccccccccccese : 


Address ....ctccccccvccccveccs 
O (Check here if quantity price | 
data desired.) H 





O wrote the official of 


company after reading 


UNDERWRITING | on Life Underwriting 
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New England Mutual Life’s 
Largest Year 


The 86th annual report of the New 
England Mutual Life Insurance Com- 
pany, of Boston, shows that the year 
1929 was the best one in the company’s 
long and honorable history. Some of 
the gains made last year as compared 
with the report covering 1928, were the 
following: In assets, $17,804,890; in 
reserve, $14,588,475; in surplus, $1.- 
035,402; in income, $3,343,693; in pay- 
ments to policyholders and_benefici- 
aries, $2,832,280; in new insurance, $4,- 
285,408 and in insurance outstanding 
$88,290,496. The directors have set 
aside for distribution as dividends to 
policyholders in 1930, $900,000 more 
than they did a year ago. 

The company closed the year 1929 
with assets of $236,833,881 and with a 
surplus of $15,882,772, after having 
paid policyholders and_ beneficiaries 
$25,602,881 and increased the policy 
reserves to $197,828,823. The new busi- 
ness last year aggregated $147,858,997, 
and the insurance in force at the end 
of the year amounted to $1,202,101,059. 
The sum of $10,400,000 has been set 
aside for distribution as dividends to 
policy holders in 1930. 

The late president, Daniel F. Appel, 
died Nov. 238, 1929, was succeeded on 
Nov. 27 by George Willard Smith, who 
had been vice-president for the past 
eight years. 

Some interesting facts regarding 
long and short durations of policies 
were submitted. The insurance of forty 
members of the company who died in 
1929 had been in force fifty-five years 
or more, while sixty-eight policies ma- 
tured by death last year, which had 
been written in 1928, and thirty ma- 
tured which had been written in 1929. 

The New England Mutual Life has 
long been recognized as an excellent 
company for policyholders, and in the 
report of the directors, attention is 
called to the foresight of the founders 
of this oldest chartered mutual com- 
pany, in laying down rules of procedure 
which still govern the proper conduct 
of the business and insure the equitable 
administration of policyholders’ in- 
terests. 


Southeastern Life Activities 


The Southeastern Life Insurance 
Company of Greenville, S. C., reports 
1929 as decidedly the best of its twenty- 
four years of operation. New insur- 
ance paid for during the year passed 
the fifteen million mark, a 15 per cent 
increase over the production in 1928. 

More than $50,000 was added to the 
surplus of the company, and approxi- 
mately $4,500,000 was added to the in- 
surance in force, the total in force now 
being $44,503,000. 
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Group agency meetings are being 
held in all of the States by W. Caswell 
Ellis, vice-president and agency man- 
ager. In these meetings a 1930 plan 
book and silver anniversary treasure 
chest are being featured as a part of 
the program celebrating the company’s 
silver anniversary year. 

At a recent meeting of the stockhold- 
ers and directors of the company, W. 
Grady Southern was promoted from the 
position of actuary to that of vice-pres- 
ident and actuary. 

All other officers and directors of the 
company were reelected. Two vacan- 
cies on the board of directors were 
filled by the election of C. G. Arnett 
and J. C. Long. 
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Third Edition of Mane’s Insur- 
ance Cyclopedia 


Copies of the 1930, or third, edition 
of Professor Alfred Manes’ “Versicher- 
ungs-Lexikon” have reached this coun- 
try. The lexicon, or cyclopedia, con- 
tains 1934 pages of general and specific 
information on insurance, contributed 
by sixty-eight authors. The contents 
cover some 110 biographical sketches, 
more than a hundred articles on insur- 
ance economics, one hundred and fifty 
discussions within the field of insur- 
ance law, some two hundred specific 
articles on insurance and reinsurance 
practice and about ninety articles on 
social insurance questions. 
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Cooperation—Association 


q Every life insurance company has behind it hundreds of 
years of experience represented by the stored up knowledge 
resulting from each separate thing that has happened to all 
other life insurance companies that have gone before. 


But if time is the fourth dimension, then the limits of the 
future are as restrictive as the penalties of beginning years. 
Whoever saves time increases quantity and quality of 
results. 


q If any life insurance manager or executive who reads this 
advertisement thinks that cooperation leading to associa- 
tion is worth while as a time saver, believing that the sort 
of management this company is receiving and the results 
this company is accomplishing would mean more if he or 
his other company were associated with it— 


@ If any such life insurance manager or executive would 
like to discuss such a matter confidentially, an inquiry com- 
ing to me under personal cover would receive only personal 
and confidential attention. 


BEN W. LACY, President 


Montgomery, Alabama 
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Third Week 


Hundred Million Club’s 
January Experiment 


THE EXPERIMENT: Can a highly organized 
i PENN MUTUAL Agency, not merely maintain, but 
also healthily increase, production during a month’s ab- 


sence of its chief ? 


THE OCCASION: J 
Davis, Denver; John A. Stevenson, Philadelphia; Alexander E. 


Patterson, Chicago; E. R. Eckenrode, Harrisburg; Holgar J. — 
son, Pittsburgh; —these comprise our Hundred Million Club, the 
combined annual production of their Agencies exceeding that figure. 
These leaders accompanied President William A. Law_and Vice- 
President Hugh D. Hart to a series of General Agents’ Conferences 
which will last until the end of January. 

US FAR: In the two previous weeks we have published in 
this space the record for January 1-10 and for January 1-17. 
Below are the figures, official, for January 1-24,—paid-for new 


. Elliott Hall, New York City; Frank H. 


business,—the comparison being with the same period of 1929:— 
Gain Loss 
Per Cent Per Cent 
J. Elliott Hall Fe we Oar Gos *15 
Frank H. Davis ...... . 270 
John A. Stevenson . ... . . 22 
Alexander E. Patterson . .. . 38 
BE; BR. Moleerede . « « « «= s+ 
Helvar 3. Jemesom . «. «© « « « T7 








*Includes Brokerage. Full-time Agents Gained 
53 per cent. 


The Fourth Report will appear next week. 
Bona fide figures—no gaudy ruffles! 





































The Home Life Insurance Company of America 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 


This Company issues all modern ferms of policy contracts from BIRTH 
to 60 years next birthday. 
averse POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL oe ge and 
TOTA AND PERMANENT DISABILITY CLAUSES OUBLE 
INDEMNITY FEATURES, and are guaranteed by State mh 
A Home Life policy brings peace of 
mind to the man who loves his family. 
* Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. E. Bryan Kyle, Medical Director 


INDEPENDENCE SQUARE PHILADELPHIA, PA. 

















EXPANSION 


This is the keyword 
| in the program of development 
of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to throw 
in their lot with a strong growing company, will find 
that 
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“Honestly, It’s the Best Policy.” 


ATLANTIC 


Rape et ST aia 


| Maryland ! ie | 


General Agency positions open at 


























CUMBERLAND ROCKVILLE 
FREDERICK WESTMINSTER 
HAGERSTOWN 


Excellent Territory—Special Direct Contract 
Whole-hearted Home Office Cooperation. 








George Washington Life Insurance Co. 


Charleston, West Virginia 








ROYAL 
UNION 
LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 

















Paid to Policyholders, - $29,000,000.00 
Insurance in Force, Over $145,000,000.00 


A. C. TUCKER, President 
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A Record Year for 
*“Co-Operators” 


Des Moines Life representatives broke all com- 
pany records in a. for volume of business 
written and premium inco 

The policy of intelligent po -operation and under- 
standing service between home office. representa- 
tives, and policy holders forecasts new and even 
greater earnings for aggressive men holding Des 
Moines Life contracts during 1930. Why _ not 
investigate this company of co-operation now? 
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THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively of 
Women in the World 
Organized October 1, 1892 


WOMEN DEPUTIES WANTED 
Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 
ine Vis clit | Lic, atta enim. est con erar terest A $27,000,000 
Benefits Paid since Organization over...... 39,000,000 
For further information write to 


THE INTERNATIONAL HEADQUARTERS i 





W. B. A. Building Port Huron, Michigan 


Bina West Miller Frances D. Partridge 
Supreme Secretary 

















Eagle Fire Insurance Company 


FIRE REINSURANCE TREATIES 


New Jersey 











Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 


18 Washington Place, Newark, N. J. 
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Protective Life Ends 
Greatest Year 





Results Show More Than 50% 
Increase in 1929 in Paid 
for Business 


The Protective Life Insurance Com- 
pany of Birmingham, Ala., has just 
completed the most successful year in 
the company’s history, according to a 
report read at the annual directors’ 
and stockholders’ meetings by S. F. 
Clabaugh, president. The annual state- 
ment shows the total paid for business 
for 1929 to be $22,252,535 as against 
$14,777,168 for 1928. The amount paid 
to policyholders and beneficiaries dur- 
ing the year was $802,030.44. The 
company’s net admitted assets amount 
to $7,541,050.39; its paid in capital is 
$1,000,000, with a surplus of $608,- 
473.10, giving a total surplus to policy- 
holders in addition to reserves of $1,- 
608,473.12. 

At the annual meeting of the Board 
of Directors the regular 6 per cent 
dividend, with an extra 2 per cent, was 
declared. 


Jelks Retirement Announced 


The meeting was featured by a spe- 
cial tribute to Governor Jelks, the 
founder of Protective Life, whose re- 
tirement was announced. Governor 
Jelks had been chairman of the Board 
of Protective Life for three years. 

In the evening following the direc- 
tors’ meeting, the members of the 
Board of Directors, the home office 
staff and the company’s managers and 
general agents attended a banquet 
where Governor Jelks was presented 


with a beautiful engrossed parchment 
and a silver service consisting of an 
engraved flower bowl and candle sticks. 
The program was. broadcast over 
WAPI. 


Governor Jelks founded Protective 
Life in 1907 after two terms of suc- 
cessful service as Governor of Ala- 
bama. He was its president and leader 
for twenty years. In 1927 his desire 
to retire resulted in the merger of the 
criginal Protective Life and the Ala- 
bama National Life, then headed by 
S. F. Clabaugh. Mr. Clabaugh became 
president of the larger Protective Life 
with Governor Jelks assuming the 
office of Chairman of the Board. 


Clabaugh Is Praised 


Speakers on the program and others 
extended their praise and congratula- 
tions to S. F. Clabaugh for the fine 
showing which Protective Life made 
during 1929. George H. Thigpen, 
superintendent of insurance, was en- 
thusiastic in his praise of the progress 
which the company had made during 
the year and congratulated President 
Clabaugh not only on his ability as an 
executive, but on the esprit de corps 
which prevailed throughout the Pro- 
tective Life’s entire organization in 
both its home office and agency forces. 
“The Protective Life is headed for still 
greater things,” he said. 


AUSTIN, TEX., Jan. 27.—The South- 
ern Old Line Life Insurance Company 
of Dallas, has been granted a permit 
by the Department of State of Texas 
to sell 10,000 shares of stock of par 
value $10 each, at $20 each. 











Anniversary Year, just now entered. 
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Twelve In A Row! 


One after the other, during 1929, the existing record in written, issued and 
paid-for business for the current month was toppled over and laid to rest 
alongside its fellows, by The Guardian Field. 


This showing of twelve consecutive “best” months (following a_ six-year 
record of over 100% growth in annual new business paid for and in total in- 
surance in force) constitutes a significant prologue to The Guardian’s Seventieth 


1860—Seventy Years of Service—1930 


t&GUARDIAN LIFE 


INSURANCE COMPANY # AMERICA 


SQUARE * NEW YORK CITY 
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John W. Yates Agency Breaks 
Record 


The John W. Yates Agency, of the 
Massachusetts Mutual Life Insurance 
Co. in Detroit four times during the 
year broke all previous records of the 
Detroit agency in monthly production. 
In December, 1929, it led all the agencies 
of the Massachusetts Mutual in monthly 
production, for the first time since the 
agency was organized, with a pro- 
duction of $2,239,128 of paid-for busi- 
ness or by a margin of $313,293. It 
had its largest year in the history of 
the agency and increased its production 
over 1928 by 42 per cent. 





Consolidation 


Adds 
Strength 


—_— 
Bankers National 


offers an opportunity 


to 


Prosper 
and 


Progress 


Those who desire to ac- 
quaint themselves with a 


Fast Growing 


Company will learn some 
interesting facts by getting 
in touch with 


Bankers National 
Life Insurance 
Company 
Jersey City, N. J. 


R. R. LOUNSBURY, 
President. 

WILLIAM McCALLUM, 
Vice-Pres. and Supt. of Agencies, 
Western Div. 

GEO. RAMEE, 
Vice-Pres. and Supt. of Agencies, 
Eastern Div. 
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(GUARANTEE FUND LIFE 
ASSOCIATION 


Home Office, OMAHA, NEBR. Organized 1901 









Twenty-eighth Annual Statement 
January 1, 1930 







ASSETS 









Bere ONMaIG A SIORD © os oe Syne hak Rt es Oe we SI ESTA CNS Stee $3,271,919.83 
Bonds—Government, County and Municipal........................ 8,571,563.92 
Home Office Building and Real Estate.................... 0.000.000. 1,162,842.67 
Policy Loans ...... 1.2.1.0... eee een ete eens . 1,041,337.49 
Cash in Banks and caeaecnid eee fines ae eas re er ee are 364,021.02 
Accrued Interest ........ widie aero eos SGsoasarr a ere: 196,335.01 






Deferred Net Premiums .. eh Sst soca de gone MGC ah sh Sor Banks Rye tetinks Pe 404,469.72 
Total . dnd Mater sisGa 5 ankie MATES: Gee ROAe Eo, Noms AE NEN APNE 5.8 .. .$15,012,489.66 

















Reserve—Required by Law ...................... Nav beacsrica tet laa $7,221,762.31 








Reserve—Income Policies in Process of Payment................... 814,240.95 
Reserve—Taxes, Office Expense and Miscellaneous............... ; 102,465.59 
Réserve—Claims Awaiting Proofs ......................eee ee eeeee 71,000.00 
Death Losses Proven and Unpaid............... seated ech Nee ete ae NONE 
Advance Premiums and Trust Funds..................... bs cata 304,662.44 





Total Liabilities ....... mane phe, sh iether a te eek’ $8,514,131.29 
Assets Over Liabilities _. ee . a ie te 7 6,498,358.37 





Total as. dic eo Be Lo, he ok Beant amok _$15,012,489.66 










RESULTS—YEAR 1929 













































































Insurance in Force January 1, 1930................. _... .$179,655,432.00 } 
Claims Paid (28 Years) .... sae Pham ts Tahoe S adn stakn sete out 12,884,591.76 : 
“EES ES a ria SP 1,676,181.47 
Actual to Expected Mortality ee ho Ske ye Se eet am 5 59.36% 
Death Rate per $1,000 of Insurance... Oe ees ba a Sone a 8.54 
Interest and Rents Collected........ Sy oe AR Oe i a. Ser ah ee ana 772,491.01 
Average Rate of Interest Earned PC oedl Ite Seah Reese eRe ates 5.48% 
Increase in Assets for Year ...... ~ Ne ee ae Ae 1,178,157.57 
C 
V 
. . e . € 
Agency Openings in Agency Openings in 1 
Following States: Following States: \ 
p 
ARKANSAS MONTANA t! 
CALIFORNIA NEBRASKA d 
DIST. OF COLUMBIA NEVADA 
FLORIDA NORTH CAROLINA 
GEORGIA NORTH DAKOTA 
IDAHO OKLAHOMA 
ILLINOIS OREGON 
INDIANA SOUTH DAKOTA 
IOWA TENNESSEE D 
KANSAS TEXAS of 
KENTUCKY UTAH le 
MICHIGAN WASHINGTON th 
MISSOURI WEST VIRGINIA | 
Guarantee Fund Life Building WYOMING " 
18th and Douglas Sts., Omaha fo 
th 
le 
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Company Happenings 
| 








William Alden Smith Elected to 
Board of Detroit Life 


Announcement of the election of 
William Alden Smith of Grand Rapids, 
former United States Senator, to the 
board of directors of the Detroit Life 
Insurance Company, Tuesday, Jan. 21, 
has been made by W. Irving Moss, 
president of the Detroit Life Insurance 
Company. 

Mr. Smith is chairman of the board 
of the Grand Rapids Savings Bank and 
owner of the Grand Rapids Herald, 
one of the largest daily newspapers in 
Western Michigan. He is recognized 
as one of the most influential men in 
Michigan and his addition to the Board 
of the Detroit Life Insurance Company 
is synchronous with the great strides 
that the Detroit Life is making in the 
establishment of its business in Detroit. 








Fidelity Union Life Has 
$20,000,000 for Year 


MINERAL WELLS, TEX., Jan. 27.—At 
the first annual convention of the 
Fidelity Union Life Insurance Company 
of Dallas, Tex., held here this week, 
President Carr P. Collins of Dallas 
stated that the company in the first 
fifteen months of its business life had 
established a new record of achievement 
for Texas life insurance companies, and 
had probably made a world’s record in 
having written over $20,000,000 in busi- 
ness within that period. Over 100 
agents from points throughout Texas 
attended the three days’ session. 


Southwestern Life in 1929 


AUSTIN, TEX., Jan. 28.—Information 
being received by the agencies of the 
Southwestern Life Insurance Company 
of Dallas is that the new business 
written by the company in 1929 was in 
excess of $60,000,000, or approximately 
10 per cent of all the paid business 
written in Texas by about 130 com- 
panies operating in the State during 
the year. The Southwestern Company 
does business exclusively in Texas. 


Yates Agency Victory Dinner 


At the October sales congress held in 
Detroit, the John W. Yates Agency, 
of the Massachusetts Mutual Life, chal- 
lenged the Pittsburgh Agency for a 
three months’ campaign, the Agency 
winning the largest volume per month 
for the best out of three months to be 
the victor. Pittsburgh won the first 
leg of the contest by a small margin. 
Detroit won for November by a margin 
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Frederick M. Hubbell 
Observes Ninety-first 
Birthday 


Chairman of the Board of 
the Equitable of Towa 
Now 67 Years with 
Company 


REDERICK MARION HUB- 

BELL, who observed his 91st 
birthday on January 17, is rated 
as Iowa’s wealthiest citizen. The 
foundation of his large fortune 
was laid in the real estate and in- 
‘surance business in the pioneer 
days of Des Moines. On Jan. 25, 
1867, he founded the Equitable 
Life Insurance Company of Iowa 
and became secretary of the com- 
pany. He holds policy No. 1. 
Through the passing years he 
has witnessed the growth of the 
Equitable until it now ranks 
among the great life insurance 
companies of America, and the 
home office is its own 18-story 
building the tallest office building 
in Iowa. 

Mr. Hubbell has been an of- 
ficer of the company in various 
capacities during the entire six- 
ty-two years of the company’s ex- 
istence and at the present time is 
chairman of the board of trus- 
tees. 














of $328,000, making a tie which Detroit 
broke in December with a total pro- 
duction of $2,239,128 or by a margin 
of $874,000. The victory dinner was 
held in the Hotel Statler. Mr. Yates 
had as guests Laurence C. Witten, 
Henry W. Abbott, and all the agents 
participating in the campaign. 


Agency Results in 1929 


Late returns made to THE SPECTATOR 
show new paid for insurance written 
by the following agencies: 

A. E. Rumsey, Waterloo, Iowa, in 
1929, $8,504,189; 1928, $3,353,729; 
1927, $2,781,510; 1926, $3,157,535; 1925, 
$3,278,250. 

A. W. Crouch Agency, Fort Dodge, 
Iowa, 1929, $1,453,000; 1928, $1,464,- 
000; 1927, $1,053,000; 1926, $1,557,000; 
1925, $1,519,000. 

H. S. Dailey, Kansas City, Mo., in 
1929, $1,610,000; 1928, $1,325,000; 
1927, $1,181,000. 

Orrigen B. Herrick, Syracuse, N. Y. 
in 1929, $5,000,000. 


Establishes New Agency 


JACKSON, Miss., Jan. 11.—S. R. 
Whitten, Jr., who in addition to being 
general agent for the Home Life of New 
York is that company’s manager of 
agencies in the Southern Department, 
embracing a group of States, has in- 
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corporated his own agency at Jackson. 
Mr. Whitten is president, John W. 
Saunders is vice-president, A. W. Mag- 
ruder is also a vice-president, and V. 
W. Holleman is secretary-treasurer. All 
of these men and J. H. Young also 
serve as directors of the new corpora- 
tion, which conducts one of the largest 
life insurance general agencies in Mis- 
sissippi. 








However Hard 


a Life Insurance Agent 
may work to produce bus- 
iness, his chances of suc- 
cess are better when he 
represents a fine old insti- 
tution such as the 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quarters 
of Insurance in Force 




















Peoples Life 


Insuranee Co. 
“The Friendly Company” 








Frankfort, Indiana 


$5,884,944.18 on Deposit 
with the Indiana Insurance 


Department 
$839,839.33 Surplus 
tection to Policyholders 


$50,000,000.00 Insurance in 


Force 


Pro- 


NEW STANDARD POLICIES, LOW 
RATES, DISABILITY CLAUSE, 
DOUBLE INDEMNITY PROVISION, 
MONTHLY INCOME, GUARAN- 
TEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICH- 
IGAN, ARKANSAS, TENNESSEE, 
TEXAS, IOWA AND CALIFORNIA. 


A few top notch contracts to In- 
surance Producers with experi- 
ence, character and ability. Ad- 
dress the Company. 
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A Suececessful Sales Interview 





Successful Because It Worked 


SUCCESSFUL sales interview 
A involves the questions of 

getting attention, getting 
interest, stimulating interest, and a 
logical process of meeting and an- 
swering objections as they arise, taking 
care that the objection is not per- 
mitted to arise until the salesman is 
ready for it. That is usually at the 
first attempt to close. 

The following sales interview is as 
correct and accurate a reproduction of 
an actual sales interview as it is pos- 
sible to make. The material was given 
to the dictaphone immediately after the 
interview was made, while still fresh 
in mind. Therefore, it is an especially 
exact reproduction. 

It must be a good sales talk be- 
cause it resulted successfully. The pur- 
pose, placing the $5,000 policy, with 
John Green, age 34, an artist, was oc- 


complished. That is about the only 
test we can apply. It’s good if it 
works. 


Get Attention 


“Good morning, Mr. Green. I have 
your name from a mutual friend of 
ours, Mr. Pratt. My name is Cluff. 
Pratt works on a salary. I work on 
a salary. He tells me that you work 
on a salary, too. 

“We salaried fellows have one great 
problem facing us and that’s the care 
of an old man who, one of these days, 
is going to hang himself around our 
necks and lean there for the balance of 
our lifetime. I wonder if you have 
ever thought of that? 


Get Interest 


“There are two great hazards that 
face us, Mr. Green, we fellows that 
work on salaries. One hazard is that 
we might die too soon and thus leave 
our dependent ones without any means 
of support. That is a great hazard 
because all of our value, all of our 
worth, from which the income for our 
families is derived, is in the skill of our 
hands and the activity of our brains. 


Life Educational 


By Walter Cluff 


Our worth is wrapped up in us, stops 
when we stop end is not invested in 
bonds and stocks that might be per- 
petuated. 


Stimulate Interest 


“The second great hazard is that we 
might live too long. We all fear to be 
poor, old men. We know that we will 
either die or be old men, so we have 
to face these two hazards. You recog- 
nize that these two hazards exist, don’t 
you, Mr. Green?” 


Get Agreement 


“Oh, sure, but I never through of it 
in just that way.” 

“T have discussed them, Mr. Green, 
with Pratt and a lot of salaried men 
and they see them just asI do. Ninety- 
eight per cent of all the effort, energy 





DOING HIS HOME WORK 


His Dad Bought a $1,000 Policy, but a 

Manufacturer of Jewelry Novelties Instals 

Machines in Such Homes and by Doing 

Piece Work at Night the Family “Get By” 

—The Hazard of Leaving Dependents Un- 
provided For 





and intelligence we salaried fellows 
have is expended in trying to overcome 
those two hazards. I am sure that you 
recognize that this is a fact, don’t 
you?” 

“Sure, I suppose I do.” 


Arouse Curiosity 


“Well, that is what I came to see you 
about, Mr. Green. I have a plan I 
have adopted, that Pratt has adopted, 
and that many other salaried men have 
adopted which will take care of these 
two hazards and help a salaried man to 
create, immediately, an estate suffi- 
ciently large to support his family 
when he dies, or take care of himself 
when he is old. We can do this thing 
on a 2% or 8 per cent basis.” 

“What do you mean by that?” 

“T mean this. The company I rep- 
resent is a large financial institution 
known as the Kansas City Life In- 
surance Company. Realizing the haz- 
ards that salaried men face, this com- 
pany has issued a bond that will ma- 
ture the day you die, or mature the day 
you are 65. 

“This company will sell you that 
bond and charge you only a trifle over 
3 per cent. Less than the taxes you 
would have to pay on that much prop- 
erty.” 

“Oh, you mean a life insurance 
policy.” 

Forestall Objection 

“Call it anything you wish, but I 
prefer to call it Old Age Insurance. 
Mr. Green, how much have you saved 
in the last ten years against the time 
when the old man at 65 will ask you 
what you have done for him? If you 
should meet him today, how much can 
you give him?” 

“Not a cent.” 


Put It Up to Him 


“All right. You are no worse off 
than a lot of the balance of us. Now, 
supposing the old boy with a scythe 
should knock at your door tonight. and 
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take you on that long, long journey. 
What would you have to leave for your 
wife and kids?” 

“Not very much.” 

“Well, that is all right. You are no 
worse off than lots of other fellows, 
but the trouble with too many men is 
that they put off too long. They keep 
thinking, ‘Well, I’ll not die tonight and 
l’ll not be an old man tomorrow.’ But 
wise men adopt the old Jewish proverb 
which tells a man to pray the day be- 
fore he dies, but since he does not know 
the day upon which he will die to pray 
every day. 

“So it is with this old age bond. Take 
it out the day before you die, or the 
day before you are old. Since you do 
not know the day you are to die, you 
had better take it out today. Where 
were you born, Mr. Green?” 


Meet Objections 


“Now, wait a minute. 
this going to cost?” 

“It will cost just as much, Mr. Green, 
as it would cost if you took $161.25 
down here to the savings bank and de- 
posited it.” 

“That wouldn’t cost me anything, 
would it?” 

“No. Certainly not. All this costs 
you is wisdom and foresight sufficient 
to prevail upon you to deposit each year 
$161.25. Can you do that?” 

“Yes. I can do that. I can’t do it 
now though.” 

“You mean by that, Mr. Green, that 
you haven’t $161.25 now. Well, neither 
have I and I didn’t expect you to have 
it. Very few salaried men ever have 
that much money on hand. I will di- 
vide this $161.25 into four monthly pay- 
ments. One-fourth of which I want 
now, one-fourth in thirty days, one- 
fourth in sixty days, and one-fourth in 
ninety days. That means that you are 
going to save for the next few months 
$40.30. Mr. Green, can you write your 
check today for $40.30?” 

“Yes. Sure I can. My payday was 
only yesterday.” 


Try for Close 


“All right, then. Write your name 
on this application blank.” 
“T believe I’d better think this over 


_ for a little while.” 


“Mr. Green, is that what you are 
going to tell the old man the day you 
meet him when he asks you what you 
have done for him all these years? 

“If the old fellow knocks at your door 
tonight and beckons you on the long 
journey are you going to tell him that 
you want to think it over for a little 
while? Do you suppose he is going to 
wait for you? 

“You’ve been thinking this over for 
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Sold Him on the Two Common Hazards 


the last 20 years, now is the time to act. 

“Place your name there on this ap- 
plication blank, then you will have an 
opportunity of thinking it over with 


- joy and satisfaction.” 


“That’s all right, too, but I want to 
talk it over with my wife first.” 

“There are never any objections, Mr. 
Green, to talking over any business 
transactions with a man’s wife. But 
is she in any position to give you very 
good advice regarding this important 
move? 

“IT believe that it is a great deal 
better to put yourself in a position to 
give her a check for $5,000 when you 


Fs 


take her hand for the last time than 
it is to bother her about details. 

“One of the reasons for your taking 
this policy of insurance is to demon- 
strate in the most practical way pos- 
sible your love and affection for your 

(Concluded on page 24) 












OVER THE “DEAD LINE” 
When the Employer Says “We'll Keep Your Name on File” 
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@ The experience of the man in the 
accompanying story reflects no credit 
on the agent who sold him a thousand 
dollar policy. The client easily could 
have paid for ten thousand, and he 
blames himself for not having bought 
it, but the salesman must share both 
the blame and the loss. 


KKK 


@ If the life underwriter had not been 
content with less than half a loaf all 
concerned would have profited. He 
did not have a clear picture of his 
client’s needs and ability to purchase. 
As financial advisor he attempted to 
prescribe for an economic illness with- 
out the bother of a diagnosis. The 
competent, successful, 1930 model 
salesman no longer falls into this 
error. He first obtains every bit of 
relevent information and then works 
unceasingly to fill his client’s actual 
needs. 


Kk 


@ And even yet, the fault is being re- 
peated every day. Not every life un- 
derwriter can be described as the com- 
petent, successful, 1930 model. Where, 
a decade er so ago, the slipshod agent 
sold one instaed of the ten he should 
have, today the five is too often made 
to serve a prospect who could well 
afford twenty. Know your client’s 
requirements and see to it that the full 
amount is taken sooner or later. 
Eventually he will say “Thank you.” 


kkk 
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Find That Man! 


By Amy Von Maur 


ILLS.... bills .... bills! The man seated at his desk 
B continued to open the mail before him with half-hearted 
interest. Each day succeeded in bringing in a new 
batch of mail, and each day he continued to open a series of 
advertisements, business letters and bills.... ALWAYS bills. 
Still, he had earned a great deal of money during the past 
twenty years but, ssmehow, SOMEHOW, it had all dwindled 
away....Sickness....taxes.... market losses... . dues 
... trips ....and INCIDENTALS. So many of his 
cheques were marked “cash”’! 


His mind mechanicaly reviewed the items responsible for 
his present condition. Oh, he was still making a good salary 
.... had the health of a man fifteen years his junior .... but 
he couldn’t stop long enough to enjoy himself... . he wasn’t 
able to relax .... he was afraid to take a risk in business, 
even though the odds were all in his favor. His friends had 
been made rich by accepting these selfsame risks. But, then, 
they always had something tucked away “in case.” How was 
it he alone appeared to be always “broke”? The future never 
failed to stare at him with questioning eyes. 


If he had only had, Jove, if he only had $10,000 in the bank! 
A smile tugged at his lips at the mere suggestion of such a 
thing. Again he ripped open an envelope. The contents made 
his eyes and mouth fly open in amazement. That policy he 
had taken out twenty years ago.... PAID UP.... this 
ready money HIS! How much was it? His heart pounded 
_...then sank. He remembered... . only $1,000. For a few 
minutes he sat there, his mind traveling years back. Then he 
shook his head, and, with a half smile on his lips, wrote the 
folowing letter .... part of which is here quoted.... 

« _,.and I have just now received this same policy .... 
paid up. I wish I could find the agent who, despite the 
numerous insults and cool receptions to which he was sub- 
jected, finally succeeded in persuading me to take out that 
policy, when I was a young man. One thing SURE.... if 
I could find him, I’d ask him why the devil he didn’t knock 
me over the head and MAKE me take that policy out for 
$10,000! I THINK THE DAY IS FAST COMING WHEN, 
INSTEAD OF INSURANCE AGENTS SOLICITING 
THE PEOPLE, THE PEOPLE WILL SOLICIT INSUR- 
ANCE. IT IS TOO SOUND A PROPOSITION TO BE 


OTHERWISE. 


“Thanking you again, I remain.” 
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Getting Out of the $2,000 Class 


How a New Life Agent Quadrupled His Earnings 
by Concentrating His Sales Efforts on 


To those young men who ask why 
they should enter life insurance and 
what future it offers an ambitious 
young man, we offer in reply the story 


of Wesley Heilman. 
* * * 


very peak of the Pocono Moun- 

tains, which is in Pennsylvania. 
If you believe all that you read in the 
advertising literature, then the Poconos 
are the Alps and that section the 
Switzerland of America. Be that as it 
may, the summer months find many 
Philadelphians vacationing among the 
Poconos. 

Among the guests at the Pocono 
Manor just five years ago was one Paul 
Loder, who, when he isn’t vacationing, 
is the very able manager of the §$2,- 
000,000-a-month Philadelphia agency of 
the Provident Mutual Life. 


P ver » MANOR nestles at the 


Found—An Agency Prospect 


Mr. Loder hadn’t been vacationing 
very long before he was attracted by 
the young social adviser. As men will 
do, they soon were in conversation, talk- 
ing of this and of that. Mr. Loder dis- 
covered that the slender young man 
had been graduated that June from 
Haverford College and that his name 
was Wesley Heilman. Mr. Loder smiled 
his famous smile and young Heilman 
told him that his father was a pub- 
lisher and wanted him to enter his busi- 
ness. However, young Heilman was 
ambitious. He wanted to make good 
on his own. He didn’t want to be sim- 
ply the “boss’s son.” He would much 
prefer, he said, entering some other line 
first, obtain some business experience, 
and then join his father. 

So Mr. Loder suggested—well, what 
does any life insurance man suggest 
but life insurance? 

His vacation ended, Mr. Loder re- 
turned to Philadelphia. Summer finally 
drew to a close, as it has a habit of 
doing every year. And so one Septem- 
ber day found young Heilman entering 
Loder’s office. 

“I’m ready,” he said. 

But the Pennsylvania insurance law 
clearly stipulates that no one can se- 
cure an agent’s license unless he or she 
is at least 21 years of age. And Heil- 
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Young Pros pects 
By E. S. BANKs 


man lacked just five months of being of 
voting age. So Mr. Loder secured him 
a temporary position in the advertising 
department of the Provident, where 
Heilman, in addition to being at work, 
could also learn something about life 
insurance at the same time. 


First Year Commissions 


On his twenty-first birthday he left 
the advertising department and joined 
Mr. Loder as a full-fledged life insur- 
ance agent. And his first year’s produc- 
tion was as follows: 

June—$18,000—$10,000 on his father, 
$2,000 on himself and $6,000 on outsid- 
ers. 

July — $6.000 — with $5,000 
brother. 

August—Absolutely nothing. Was 
away vacationing in Florida with fam- 
ily. 

September—$5,000 on a roommate at 
college. 

October—$1,000—written with an- 
other agent and given credit for $500. 

November—$7,000—picked up on the 
street. 

December—$8,000. 

And so we find that for his first six 
months, not counting August, he made 
something like $600 in first commis- 
sions. He started his second six months 
by paying for $8,000 in January, $7,000 
in February and $19,000 in March and 
then dropped to $1,000 in April. At 
the end of that month, he decided that 
maybe there was something in life in- 
surance at that and perhaps he wasn’t 
going about it in the right way. For 
one thing, he wanted to pay for at least 
$100,000 in his first year. Paul Loder 
proved accommodating and gave young 
Heilman another month for the August 
he was away, so that his first year 
would consist of twelve working 
months. So May found Heilman paying 
for $12,500 and June for $40,000. 

His commissions for the second six 
months amounted to $1,100; the total 
for the year $1,700, which wasn’t so 
bad for a young beginner except that 
most of the business had been placed 
on the quarterly premium basis, giv- 
ing Heilman $700 for first year as an 
agent. 

He realized one day that perhaps 


on a 


there was a big future in life insurance 
for an ambitious young man—if he 
went about it in the right manner with 
a well-developed plan. After some 
study he found that plan. He was young 
and perhaps he lacked that confidence 
in approaching older men. Then, too, 
he figured that the thing to do was to 
build for the future and that if he 
started in by securing men in the thir- 
ties and forties for his clients, that in a 
few years he would have to start in and 
build all over again. That prospect 
didn’t appeal so much to him. 

He had confidence in himself. Why? 
he may have asked himself. The answer 
of course was youth. And then it all 
came to him in a flash—the thing to do 
was to build on youth. Then and there 
he determined to grow with his class- 
mates. 


Proving His Methods 


Since then his business has been prac- 
tically based on his classmates and new 
graduates of Haverford. That his plan 
is worthwhile is proved by his results. 
His second year in the business found 
him more than doubling his production, 
while his third year doubled his second 
—and last year his earnings were some- 
thing like $10,000. 

“You know,” Heilman remarked to 
me, “when I entered the life insurance 
business, it wasn’t to remain in it. My 
thought was to secure a business train- 
ing for several years and then join my 
father in his business. If I didn’t like 
life insurance, I was going to try some- 
thing else. 

“And now—well, life insurance is my 
life work. I am sold on it. Not only 
that, but, you might say, I have my 
own business. I am growing with my 
classmates—and they are growing. 
And, then, how many young men do 
you know who are making the money 
that Iam making at my age!” 

And perhaps the reader might want 
to answer that question himself. 

x“ * * 

This, then, is our answer to those am- 
bitious young men who ask what fu- 
ture the life insurance field offers them. 
For remember, what one man has done 
others can do if they will do as he did— 
pause to think and then use their 
brains. 
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The Market Break and 


Policy Loans 
(Continued from page 3) 


peak of $8,300,000. The next week it 
receded to $6,800,000 and remained 
nearly stationary until the week ended 
Nov. 30. The line then dropped sharp- 
ly to $4,100,000 for the last week in 
November and reached $3,400,000 dur- 
ing the week ended Dec. 14. This was 
still large compared with the average 
of $2,000,000 immediately prior to the 
break. 


Estimated Total 


The total amount of new money re- 
quired during the eight weeks Oct. 21- 
Dec. 14 was $42,700,000. Assuming 
that the experience of these thirteen 
companies indicates what happened in 
the other companies, and making a cor- 
rection for the ordinary business of in- 
dustrial companies upon the basis of 
the experience with such business in 
the group, it would appear that for all 
companies for the eight weeks’ period 
Oct. 21-Dec. 14, $180,000,000 of new 
money was required to meet the de- 
mand for policy loans. This is approxi- 
mately $112,000,000 in excess of the 
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Chart Showing Trend of Policy Loans During Market Crash 


rate at which the amount required for 
new money was running during the 
seven weeks prior to Oct. 21. 

There is no doubt but that this ser- 
vice to life insurance policyholders was 
in many instances of tremendous value 





in meeting the emergency created by 
crumbling security values. Life insur- 
ance stood at its guaranteed par value 
while almost everything else was go- 
ing by the board. 

Life insurance stood the test. 








A Successful Sales 


Interview 
(Continued from page 20) 
wife and family. You can’t justify 
your position when you ask her if you 
should protect her. That is your own 
business, not hers. 

“It is your own business to provide 
for your own independence when you 
come to be an old man. This method 
that we have outlined now is the only 
way in which you, as a salaried man, 
can positively guarantee that you will 
do the two things that you are working 
every day to do, give her some money 
when you die. protect yourself against 
dependence when you are old. Sign the 
application, Mr. Green, and you have 
accomplished both things.” 

“It’s going to be rather hard to save 
this money every year.” 

“Surely, it will be hard for you to 
save this money every year. Anything 
accomplished in life that is worth while 
requires a degree of sacrifice but isn’t 
it a trifle better to sacrifice a little now 
while you are able to earn more than 
to sacrifice a great deal when you are 
old and unable to earn anything? 

“Look at it this way, Mr. Green. For 
every $13.40 you deposit, you will re- 
ceive, $32.80. In other words, your 
monthly deposit is $13.40, while your 
monthly income will be, beginning at 


Life Educational 


age 65, $32.80. There is very little com- 
parison between the sacrifice and the 
benefit. 

“I know that you can do this. Our 
mutual friend with whom I talked like- 
wise knows that you can do this, other- 
wise I would not be here offering you 
this wonderful device. Sign the ap- 
plication, Mr. Green, and join with the 
balance of us salaried men who want 
to make our old age secure.” 

“I believe I can handle this in a 
couple of months better than I can 
now.” 


The Close 
“Yes. That is only natural to be- 
lieve so. And in two months from now 


you will be in the same frame of mind, 
believing that you can better handle it 
two months from then. We all desire 
to postpone. We all wish to put off. 
That, Mr. Green, is the weakest point 
of human nature. 

“The future always looks rosier. We 
all hope, but hope is a great falsifier 
and a deceiver. 

“Did you ever make anything by 
postponing? 

“The man who arrives is the man 
who begins. 

“The start of a long journey is be- 
gun with one step. If that step is 
never taken, the journey is never com- 
pleted. If you never begin, you never 
arrive.” 









“Failing to take this step today, the 
old man at 65 will be disappointed. 
There is only one time to do a thing. 
That is when the opportunity presents 
itself. 

“You recognize these two great haz- 
ards. You recognize that you are work- 
ing every day to overcome them. They 
face you now. They will face you to- 
morrow. 

“No legitimate reason exists why 
you should not sign this application to- 
day. 

“You admit you need it, admit that 
you have the money for the first pay- 
ment and can save the balance. 

“If, during the past five minutes, you 
had been thinking half as hard for rea- 
sons to take it as you have to find ex- 
cuses for not taking it, the application 
would have been signed and you would 
now be under its benefit. Write your 
full name on that line and I will mail 
you the policy in about two weeks.” 


Manhattan Life Manager 

The Manhattan Life announces the 
appointment of G. W. Van Fleet of 
Chicago as agency manager Central 
States, with headquarters at Chicago. 
Mr. Van Fleet will make his head- 
quarters at the company’s office in the 
First National Bank Bldg., Chicago, 
and will cover all the Central States. 
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President Burnet ‘Talks 
About New Policy 


Head of Continental American Life 
Gives Its History and Describes 
Family Income Plan 


By RALPH REED WOLFE 


Friday and Saturday, Jan. 17 and 18, 
were unusually busy days for President 
Philip Burnet of the Continental 
American Life Insurance Company of 
Wilmington. The annual agency meet- 
ing, with sessions both days, as well as 
luncheons, the annual dinner and dance 
in honor of the advisory committee, not 


to mention executive sessions, etc., was . 


the program. 

Knowing about this, I took the pre- 
caution to employ a long distance tele- 
phone call with his secretary and se- 
cured an early morning appointment 
for Friday. The result was an hour 
and a half talk with as interesting and 
courteous a gentleman as I have met 
in many a day, and an explanation of 
the new family income policy that fur- 
ther convinced me, though that was 
hardly necessary, that President Bur- 
net, in launching this insurance policy, 
has indeed made a distinct and unique 
contribution to the history of life in- 
surance, 


Founded in 1907 


Mr. Burnet founded the Continental 
American in 1907 and has been its only 
president. He told me that, because 
of the Armstrong investigation, there 
was created in Delaware, as elsewhere, 
a real demand for local insurance com- 
panies. The people wanted to know the 
men who had charge of the money they 
invested by way of insurance premiums. 
So, he said, the Continental was formed, 
its purpose being quality, rather than 
quantity, and to give the greatest 
amount of life insurance possible for 
the premium charged. 

Twenty-two years ago, he told me, 
the cost of ordinary life insurance at 
age 35 was around $24 a thousand dol- 
lars. A result of the Armstrong inves- 
tigation was the lowering of this rate. 
The Continental, Mr. Burnet said, got 
to this state more quickly than some of 
the older companies, though they all 
are now practically on the same base 
so far as net costs are concerned. But 
he emphasized the care with which his 
company did and does select the risks it 
insures, the fact that it is easier to in- 
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vest a few millions than a great many 
for a good interest return, and, also, 
that when his company was started, the 
great insurance companies were not 
only doing business all over the United 
States but practically all over the civi- 
lized world. 

“We thought,” he said, “that tre- 
mendous savings could be effected by 
completely reversing what at that time 
was the established practice, and in- 
stead of spreading out thinly all over 
the country, limit our business to a 
field no larger than could be cultivated 
intensively and to extend that field only 
as the territory already covered was 
thoroughly cultivated.” 

It is significant that the Continental 
American now has in force in Dela- 
ware more ordinary life insurance than 
any other company, as well as a very 
substantial business from the immedi- 
ately adjacent territory to Maryland 
known as the Eastern Shore. The 
company’s business spread naturally to 
Baltimore, western Maryland, then 
into Pennsylvania and New Jersey and 
into Virginia, the District of Columbia 
and West Virginia. Although the com- 
pany is admitted in Massachusetts and 
Ohio, the bulk of its business is still 
within a radius of 150 miles of Wil- 
mington. 


Learning to Analyze Needs 


Mr. Burnet discussed a great many 
things concerning his company and in- 
surance in general that interested me, 
but since I wish to repeat some of the 
things he said concerning the com- 
pany’s new policy which caused so much 
interest everywhere, I have not space 
to even briefly catalog them. 

“For the past fifteen years,” he said, 
“all insurance companies have been 
spending thousands of dollars and mak- 
ing great efforts to instruct their 
agents, its salesmen, and fitting insur- 
ance to the particular needs of the 
prospect has demanded that the agent 
become an expert.” 

Explaining that while certain well 
known policies might fit practically 75 
per cent of all cases, there still re- 





Philip Burnet 


mained the 25 per cent that they did 
not fit, Mr. Burnet drew for me a 
diagram to show how this was so and 
also how the Continental American’s 
family income policy would meet this 
need, so that it would no longer be 
necessary to take months and years to 
cut and change the old pattern to fit 
the 25 per cent where it would not fit. 


Encouraging Full Coverage 


The problem which his company had 
always been trying to solve, he told me, 
was how so to reduce the cost of life 
insurance as to enable and induce the 
insuring public to carry the full 
amount necessary to protect their de- 
pendents. He outlined various ways in 
which the Continental has, during its 
career, endeavored to solve this prob- 
lem which included such notable things 
as its deferred class plan, term addi- 
tion plan and, two years ago, business 
policy, which provided the full amount 
of insurance to age 65 but only half as 
much thereafter. These, he explained 
to me, were all steps which led up to 
the family income policy which was 
first issued the beginning of the pres- 
ent year. 

He sought, Mr. Burnet told me, to 
figure not how much insurance people 
ought to buy, but to discover how much, 
on the average, they could be per- 
suaded, as a practical matter, to put 
into life insurance and then to see if 
some way could not be found to take 
that usual or average investment and 
make it give the family the protection 
needed. 

It was following these investigations, 
President Burnet said, that it suddenly 
dawned upon him and his associates 
that it would be possible to combine in 
one policy, with a fixed level premium, 
ordinary straight life and an income- 

(Concluded on page 26) 
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“Different” New “Year’s 
Card Comes to Light 





Connecticut Mutual A gent’s 
Greeting Brings Tears With- 
out of the Aid of Glycerine; 
Happy New Year! 


Hello There: 

You and I remember when we packed 
the old trunks and hand bag and for 
fifty per the traveling expenses were 
met. When eggs were ten cents a 
dozen, milk three cents a quart, a fat 
hen brought two bits and you could 
feed the whole family on thirty cents’ 
worth of porterhouse steak. Hired girls 
were plentiful—worked for two dollars 
a week and did the family washing. 
Governesses were just plain nurse girls 
and appendicitis was the old fashioned 
stomach ‘ache. Men wore whiskers, 
boots and suspenders—chewed tobacco 
and cussed — and women were the 
weaker sex. When a dime bought a 
hooker of rye, beer was five cents a 
schooner and all you wanted to eat 
thrown in. It was the B.C. (Before 
Conferences) age and you could get to 
your customers personally. When you 
didn’t buy your hat back every time you 
checked it and the only cover charge 
known was in a crap game. Apart- 
ments were homes not furniture ex- 
hibits and the family album was kept 
in the parlor. People worked hard— 
laughed much—lived to a good old age 
—drove miles through the snow to the 
tune of jingling sleigh bells to wish 
their friends 


“A Merry Christmas” 


But today: 

The world is timed by the opening 
and closing of the stock exchange. 
After the close it is a rush and bustle 
to get more margin for the next open- 
ing—everybody speeds around in high 
powered cars—crashing airplanes or 
capsizing speed boats—spending most 
of their time playing golf—shooting 
craps or making home brew. If you 
can’t break eighty you’re a failure in 
life. Folks go to talkies twice a day, 
eat their breakfast at a night club, pay 
ten bucks for thirty cents’ worth of 
food, drink shellac and wood alcohol at 
$15 a quart—mill around on a dance 
floor to the din of a jungle jazz band 
and think they’re having a good time 
because they never go to bed the same 
day they get up. This is the age of the 
customer’s man who knows it all—of the 
night club hostess you don’t know at 
all—of the racketeer, rent hog, income 
tax collector and prohibitionist. Take 
it from me—by the time the average 
guy meets the monthly payment on his 
auto, radio, vacuum cleaner, frigidaire 
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and furniture, not to mention taxes, 
interest and gasoline, there’s little left 
for those life insurance premiums. So, 
if you still think life is worth living, I 
wish you 


“A Happy New Year” 


Sincerely, Sid Auer, member of the Wil- 
lard Regan agency of The Connecticut 
Mutual in New York City. 


President Burnet Talks 
About New Policy 


(Concluded from page 25) 


producing insurance, but what amazed 
him most was the discovery that the 
extra charge necessary to accomplish 
the entire result was almost negligible. 
He felt sure, he said, that a mistake 
had been made in the calculations. But 
the most careful and thorough recheck- 
ing showed that the conclusions were 
correct. 

The result was that the policy was 
drawn up and presented to the com- 
pany’s agents for sale, which, for an 
average yearly deposit of about $250 
(at age 35), offered $10,000 of straight 
life insurance which would pay the 
family an income of $100 a month, or 
$1,200 a year, 12 per cent per year on 
the face amount of $10,000, until all 
the children were old enough to be self- 
supporting, until the youngest child liv- 
ing at the time of the application was 
at least 20 years old, and then, the 
children being grown, the $10,000 
would be paid to the beneficiary. He 
added that the term addition also would 
play its part, for at the first dividend 
it would add more than 15 per cent to 
the face of the insurance, at the aver- 
age age, or more than $1,500 to a policy 
of $10,000. 

Briefly summing up the successive 
steps which have culminated in this 
policy, President Burnet said that an 
investment of $265 (a year) in 1921 
with the Continental American would 


unlimited production. 


rights. 











Scranton -Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 

Exclusive, care of THE SPECTATOR 





have brought a permanent income of 
$500 a year; in 1922, $625; in 1925, 
$750; in 1928, $900, and in 1930, under 
the family income, $1,200 a year as 
long as the children are dependent and 
then pay the full amount of insurance 
to the beneficiary. 

Already in THE SPECTATOR this fami- 
ly income plan has been described in 
detail. Following my interview with 
President Burnet and catching from 
him some of the enthusiasm he felt for 
it, I am as convinced as is he that his 
company is simply a forerunner and 
that it will not be long before a great 
many other, if not all life insurance 
companies, will offer a policy very simi- 
lar, if not identical, to this family in- 
come plan. 


Fidelity Managers Meet in 
Annual Conference 


Managers of the Fidelity Mutual 
spent three days in Philadelphia, Jan. 
20th to 22nd inclusive, attending the 
annual conference which is held by the 
company each year at this season. 

The first two days of the conference 
were devoted to the two day course of 
managerial training conducted by the 
Life Insurance Sales Research Bureau, 
under Marshall Holcomb. The third 
day was occupied with matters pro- 
grammed for discussion by the manage- 
ment and by the Managers’ Association. 

Frank H. Sykes, vice-president and 
manager of agencies, who presided, has 
announced that sixty-four men were in 
attendance. 


The Taylor Agency of the Mutual 
Life Insurance Company of New York 
at 521 Fifth Avenue, New York, an- 
nounces the connection of John Gray 
as agency organizer. Mr. Gray for- 
merly was assistant manager and then 
manager for the Travelers Insurance 
Company. 
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Month 


Jan. 
Feb. 
Mar. 
Apr. 
May 


June 


July 
Aug. 


Sept. 


Oct. 
Nov. 
Dec. 


Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 


Sept. 


Oct. 
Nov. 
Dec. 


Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 


Jan, 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 


$11,296,111,000 $1 
BY YEARS BEGINNING 


Period 


1913 
1914 
1915 
1916 
1917 
1918 


1919 
1920 


June 


NEW 


MONTHLY 





1927 


$579,026,000 
626,568,000 
749,543,000 
738,141,000 
704,807,000 
702,860,000 
627,787,000 
631,740,000 
531,210,000 
607,237,000 
586,694.000 
718,793,000 


COMPARISONS FOR 1927, 


1928 


1929 


ORDINARY INSURANCE 


$580,462,000 
655,406,000 
781,122,000 
710,435,000 
757,879,000 
755,699,000 
660,062,000 
626,594,000 
534,112,000 
659,844,000 
667,633,000 
810,127,000 


$659,843,000 


683,542,000 
830,244,000 
793,786,000 
801,698,000 
750,228,000 
722,451,000 
698,196,000 
608,870,000 
707,478,000 
704,316,000 
841,215,000 





$7,804,406,000 


$185,292,000 
207.217, 000 
241,701,000 
227,279,000 
241,662,000 
221,780,000 
200,835,000 
211,157,000 
200,622,000 
265,974,000 
252,738,000 
211,076,000 


$81 99,375,000 


$236,303,000 
221,949,000 
273,551,000 
259,962,000 
216,396,000 
214,882,000 
194,642,000 
pyr yee 

198,949,000 
233,530,000 
202" 948,000 
246.045.000 


$8,801, 867, 000 


INDUSTRIAL INSURANCE 
$265,998,000 


230,779,000 
274,824,000 
256,279,000 
240,501,000 
242,166,000 
223,680,000 
219,144,000 
221,006,000 
240,489,000 
249,246,000 


234,046,000 





$2,667,333 


16 


,000 $2,692,522,000 


$2,898,158,000 


GROUP INSURANCE 


$46,841,000 
91,505,000 
57,986,000 


$98,637,000 
58,607,000 
64,813,000 
72,238,000 
109,827,000 
106,589,000 
147,658,000 
99,773,000 
75,151,000 
105,393,000 
86,165,000 
160,514,000 





$824,372,000 


$858,763,000 
879,904,000 
1,094,301,000 
1,012,380,000 
992/152,000 
992,457,000 
882'851,000 
886, "874,000 


1, 094, "894, 000 


$1,336,328,000 


$1,185,365,000 


TOTAL INSURANCE 
$863,606,000 $1,024, art 000 


968,860,000 
1,122; "65 59,000 
1,032,404, 000 
1,179,470,000 
1 084/292. 000 

928,900,000 

876,885,000 
1,011,004.000 

965,493,000 

924,150,000 
1,280,502,000 


972,928,000 





Ordinary 
$1,697,400,000 
1,658,698,000 
1,761, 506,000 


$523,654,000 
548.529.000 
661,454,000 


643,953,000 
686,276,000 
644,135,000 
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166, '000 


2,228,225,000 $12,885,390,000 


WITH 1913 AND 
BEGINNING WITH 1921 

Industrial 
$622,909,000 
662,600,000 
697,532,000 
703,743,000 
737,810,000 


Group 


bar 828,000 
45,474,000 


$68,957,000 
36,696,000 
40,797,000 


66,415,000 
39,041,000 
47,565,000 


1928 AND 1929 


tbo 
ae 
ok 
eH 
S 
of 


| 


CIsI“1co > > 
a 
= 


len 


COwMbd Ow oINI008 woos 


me | MOCO CIN bs 
bt fast 
Ww UlAT Re © 


food fam 
mwo 


! 





o| 


nN 


ww 


at et pe bo 
= 
SS 

' 
- | ar 
eet wero 
NOS 


COwworFrwe-l-) 


ANN ORK ROR De Ou 








ee ee 
co bo 


| 


| Do Hee 
Hm DO CO CO DO 
WCWOrM WO] 


| 
| 


© | 


-~1 


ir) 


x 


oo 00 < 


O-aie: 


= ot 


MIS COW D-II D9 
Om CO POCO -1b9 


| 


ay 
eN--) 


~) 


INICIO OSD 


a 


-1 


Ww COKMDT D> 
POHOWS 


NA P-I1-10 
OOo rwewe 





=r) 
bo 
ua 
— 
~ 


oo 


mr) 
_ 
2) 


rr 


H 


fat et pe 


<3 | 


DOR CTC OOND eH O 
CONTR NI WHOAe 


os 
TNH ONS OO RON E 


WHCODAIRDwMe 


a 


~~] 


ir) 
wo 


1 
md 





(These companies had 82 per cent of the total business outstand- 


ing in all United States legal reserve companies on Dec. 31, 1928) 


PAID-FOR LIFE INSURANCE— EXCLUSIVE OF REVIVALS, 
INCREASES AND DIVIDEND ADDITIONS— 
44 UNITED STATES COMPANIES 


(From Data Compiled by the Association of Life Insurance Presidents) 











Period Ordinary Industrial Group Total 

July 645,404,000 182,991,000 54,947,000 883,342,000 
Aug. 597,518,000 181,048,000 126,885,000 905,451,000 
Sept. 531,435,000 175,114,000 37,788,000 744,337,000 
Oct. 608,414,000 256,704,000 54,433,000 919,551,000 
Nov. 590,718,000 207,980,000 111,066,000 909,764,000 
Dec. 717,124,000 223,883,000 314,194,000 1,255,201,000 
Total $7,398,614,000 $2,359,174,000 $998,784,000 $10,756,572,000 
Incr’se 1,010,448,000 395,620,000 401,019,000 1,807,087,000 
Over 1924 15.8% 20.1% 67.1% 20.2% 

1926 
Jan. $560,289,000  $227,158,000 $56,380,000 843,727,000 
Feb. 597,429,000 174,782,000 3,088,000 855,299,000 
Mar. 734,828,000 230,203,000 2 ,368,000 1,037,399,000 
Apr. 682,627,000 215,504,000 80,663,000 978,794,000 
May 687,772,000 235,207,000 56,458,000 979,437,000 
June 713,121,000 202,315,000 69,282,000 984,718,000 
July 647,126,000 194,315,000 78, 125,000 919,566,000 
Aug. 601,100,000 199,076,000 55,6: 32/000 855,808,000 
Sept. 528,186,000 197,277,000 73, 456,000 798,919,000 
Oct. 608,599,000 226,523,000 62,353,000 897,475,000 
Nov. 637,273,000 235,691,000 100,448,000 973,412,000 
Dec. 806,066,000 228,008,000 262,452,000 1,296,526,000 
Total $7,804,416,000 $2,566,059,000 $1,050,605,000 $11,421,080,000 
Increase 405,802, 000 206,885,000 51,821,000 664,508,000 
Over 1925 5.5% 8.8% 5.2% 2% 
1927 

Jan. $579,026,000 $185,292,000 $94,445,000 $858,763,000 
Feb. 626,568,000 207,217,000 46,119,000 879,904,000 
Mar. 749,543,000 241,701,000 103,057,000 1,094,301,000 
Apr. 738,141,000 227,279,000 46,960,000 1,012,380,000 
May 704,807,000 241,662,000 45,683.000 992,152,000 
June 702,860,000 221,780,000 67,817,000 992,457,000 
July 627,787,000 200,835,000 54,229,000 882,851,000 
Aug. 631,740,000 211,157,000 43,977, 000 886,874,000 
Sept. 531,210,000 200,622,000 31,475,000 763,307,000 
Oct. 607,237,000 265,974,000 48,625,000 921,836,000 
Nov. 586,694,000 252,738,000 76,960,000 916,392,000 
Dec. 718,793,000 211,076,000 65,025,000 1,094,894,000 





Total $7,804,406,000 


1 
$824,372,000 


$11,296,111,000 





Increase —10,000 101,274,000 —226,233,000 —124,969,000 
Over 1926 0% 3.9% —21.5% —1.1% 
1928 
Jan. $580,462,000 236,303,000 $46,841,000 $863,606,000 
Feb. 655,406,000 221,949,000 91,505,000 968,860,000 
Mar. 781,122,000 273,551,000 57,986,000 1,112,659,000 
Apr. 710,435,000 259,962,000 62,007,000 1, gehen 
May 757,879,000 216,396,000 205,195,000 179,470,000 
June 755,699,000 214,882,000 113,711,000  1,084,292,000 
July 660,062,000 194,642,000 74,196,000 928,900,000 
Aug. 626,594,000 193,365,000 56,986. 000 76,885,000 
Sept. 534,112,000 198,949,000 277,943,000 1,011,004,000 
Oct. 659,844,000 233,530,000 72,119,000 965,493,000 
Nov. 667,633,000 202,948,000 53,569,000 924,150,000 
Dec. 810,127,000 246,045,000 224,330.000 1,280,502,000 
Total $8,199,375,000 $2,692,522,000 336,328,000 $12,228,225,000 
1,9: 


Increase 394,969,000 
1% 


25,189,000 
9% 





Over 1927 5. 1% 3% 
1929 
Jan. $659,843,000 $265,998,000 $98,637.000 $1.024,.478.000 
Feb. 683,542,000 230,779,000 58,607,000 972,928,000 
Mar. 830,244,000 274,824,000 64,813,000 1,169,881,000 
Apr. 793,786,000 256,279,000 72,238,000 ,122,303,000 
May 801,698,000 240,501,000 109,827,000 ,152,026,000 
June 750,228,000 242,166,000 106,589,000 ,098,983,000 
July 722,451,000 223,680,000 147,658,000 ,093,789,000 
Aug. 698,196,000 219,144,000 99,773,000 ,017,113,000 
Sept. 608,870,000 221, 006,000 75,151,000 905,027,000 
Oct. 707,478,000 240,489,000 105,393,000 1,053,360,000 
Nov. 704,316, 000 249'246,000 86,165,000 1,039,727,000 
Dec. 841,215,000 234,046,000 160,514,000 1,285,775,000 
Total $8,801,867,000 $2,898,158,000 1,185,365,000 $12,885,390,000 
Increase 602,492,000 205 oo 000 —150,963,000 657,165,000 
Over 1928 7.3% 5% —11.3% 5.4% 
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January 27. 


agents. 


THE WHITE FIREMAN* 


Brings about a $4,300 annual premium reduction 


A single recommendation by the White Fireman 
effected this saving to a large processing plant. 
See the North America advertisement in the Sat- 
urday Evening Post, January 25; Literary Digest of 
January 25; The Business Week, January 22; Time, 


The White Fireman in the magazine advertisements of the 
Insurance Company of North America represents the Loss- 
Prevention Service supported by insurance companies. This 
advertising is informing property owners that they may se- 
cure Loss-Prevention Service through responsible insurance 

















































FIRE RE-INSURANCE 


Treaty and Facultative 




















SAN FRANCISCO 
RICHMOND 
INDIANAPOLIS 


NEW YORK 
MINNEAPOLIS 
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Marsh & McLennan 








Re-Insurance Corporation 


of America 


60 John Street, New York, N. Y. 


HORACE R. WEMPLE, President 


TOTAL ASSETS $2,154,292.71 


DIVISION OFFICES 


Western Department Pacific Coast Department 
172 W. Jackson Boulevard 114 Sansome Street 
Chicago. Illinois San Francisco, California 
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Fire Liability Marine 








164 W. Jackson Blvd., Chicago 
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Will Push Acquisition 
Cost Probe 





Commissioners Dunham and 
Livingston Hold Confer- 
ence in Lansing 





Commissions Govern Rates 





A Strong Probability of Legisla- 
tive Action If Commissions 
Are Not Better Regulated 


A conference was held in Lansing 


last week between Col. Howard Dun-- 


ham, insurance commissioner of Con- 
necticut and president of the National 
Convention of Insurance Commis- 
sioners, and Charles D. Livingston, in- 
surance commissioner of Michigan and 
chairman of the convention’s commit- 
tee on commission costs, for the pur- 
pose of making plans for a thorough in- 
vestigation of the high commissions 
paid by insurance companies. This in- 
vestigation was made more imperative 
by the fact that just recently a group 
of fire insurance companies announced 
an increase in agents’ commissions, and 
it was stated following the conference 
between Col. Dunham and Mr. Livings- 
ton, that this inquiry will be begun im- 
mediately and questionnaires would be 
mailed to all companies and as soon as 
answers have been received a meeting 
of the committee will be held in Chi- 
cago, and formal hearings will be held 
with the possibility of legislative or de- 
partmental action in several States if 
commissions are not better regulated. 

Following the conference Mr. Liv- 
ingston issued a statement, which fol- 
lows in part: 

The work of the committee, which 
was appointed in September, 1929, has 
been proceeding in a normal way until 
the publication last week to agents of 
a substantial increase of commissions 
on the part of an organized group of 
fire insurance companies was an- 
nounced. 

Both commissioners deprecated this 
action in the very throes of their in- 
vestigation and said it is evident that 
this additional item in the load of ex- 
pense which must be passed along to 
the insurance public is entirely unwar- 
ranted and indefensible and is not in- 

(Concluded on page 33) 
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Agents Urged to Sell 
Side Lines 


DALLAS, TEx., Jan. 29.—The in- 
surance men of Texas must wake 
up, take on more sidelines and 
change some of their contracts if 
they expect to hold business in 
the face of ever increasing com- 
petition, Kingston Pickford, actu- 
ary of the state fire insurance 
department, told members of the 
Waco Insurance Exchange at the 
regular meeting a few days ago. 
He declared insurance men should 
get to writing more leasehold, 
rent use and occupancy stuff, or 
lines of that nature, to supple- 
ment their old standbys, the fire 
and automobile coverages, or 
other companies would get in and 
write it, and fire and auto with 
it. Mr. Kingsford said it looks 
impossible for the Texas insur- 
ance men to continue battling 
competition in some lines with a 
material change in forms for 
those lines, and informed the in- 
surance men the department 
would be glad to aid in changing 
the forms to help keep the busi- 
ness in Texas. He said $300,000,- 
000 in new capital had been added 
to the insurance business in the 
past year, and that this capital 
is going to get on the job, declar- 
ing when it does, competition will 
be keener than ever. 











Automobile and Standard Fire 
Changes in Field 


HARTFORD, CONN., Jan. 28.—A num- 
ber of important changes in the field 
organization of The Automobile In- 
surance Company and the Standard 
Fire Insurance Company have been an- 
nounced by Vice-President E. J. Perrin, 
Jr., in charge of the Marine Depart- 
ment. 

W. J. Horner, until now manager of 
the Atlantic Marine Department at 
Philadelphia, has been appointed 
marine manager of the Western Branch 
Office at San Francisco. 

Kurt L. Daniels, for the past year 
Ohio Marine Special Agent with head- 
quarters at Cleveland, has been ap- 
pointed manager of the Atlantic Marine 
Department, Philadelphia. 

P. B. Moran, who has been with the 
Marine Department at: Chicago since 
1917, for the past several years as 
underwriter, has been appointed As- 
sistant Manager of the Western Marine 
Department at Chicago. 


Missouri Rate Increase 
Is Postponed 





Superintendent to Make an 
Investigation into Com- 
pany’s Experience 





To Maintain State’s Rights 





No Rates Can Be Made Effective 
Without Consent of Super- 
intendent of Insurance 


Discussing the possibilities of the 
companies ignoring his department in 
the matter of rates, subsequent to re- 
ceiving word that the Missouri Inspec- 
tion Bureau, acting for 219 companies, 
had deferred putting into effect its 
12 2/3 per cent rate increase from Feb. 
1 to March 1, Joseph B. Thompson, 
Missouri Superintendent of Insurance, 
said that the Missouri rating law ex- 
pressly provides that no rates can be 
made effective without the consent of 
the State superintendent. 

It is known that both Superintendent 
Thompson and Governor Henry S. Caul- 
field are determined not to surrender 
any portion of the State’s rights to 
regulate the rates to be charged by the 
stock fire insurance companies, and it is 
certain that any attempt on the part of 
the companies to enforce the proposed 
increase in rates without the approval 
of the Missouri Department would re- 
sult in an immediate application to the 
courts for an injunction against the 
companies. 

Superintendent Thompson intends to 
go thoroughly into the Missouri ex- 
perience of each individual company, 
and he will not accept any globular 
statement as final that the companies 
have lost so much on fire, tornado, 
lightning and hail business in the State. 
He wants to know where and why they 
lost money, and especially how much of 
their national administrative expenses 
were prorated to Missouri, and stated: 

“If the companies charge the pro- 
posed rates before I have passed on 
them, they will be violating the rating 
law. 

“It is my intention to make a thor- 
ough investigation and to make it as 
quickly as possible, but thoroughness 
will not be sacrificed for time.” 


Fire Insurance 











A happy new year from 
the Hartford. 


A prosperous new 





year with the Hartford. 
Great plans for busi- 


ness-increasing team 


work between the Hart- 


ford and its agents are 


under way. 








There may be an opportu- 
nity to represent the Hartford 
in your community? Why 


not write in about it? 
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May Include Insurance in 
Kentucky Budget Lists 





Senator Young Also of Opinion 
That Surplus Fees Collected 
Should Go to Treasury 


FRANKFORT, Ky., Jan. 28.—Although 
the 1930 session of the General As- 
sembly of Kentucky is nearly one-half 
gone, there has not been any bill intro- 
duced affecting the insurance business. 
Those who have been familiar with 
former sessions of the general assembly 
say that this action is unprecedented, 
and that usually among the first bills 
to be introduced are insurance bills. 
The fact that no bills have been intro- 
duced is not to be taken that none will 
be introduced because the insurance de- 
partment has a number of pet measures 
providing for a better supervision of 
insurance agents that will be intro- 
duced and probably this week. 

There is a matter pending however 
of considerable interest to insurance 
men and companies. It is the proposi- 
tion of Senator Gates Young of Owens- 
boro, Ky., who wants to include the 
insurance department in the budget 
list. Senator Young is a member of 
the Senate Appropriations committee 
which is holding hearings to determine 
the necessities of the various State de- 
partments. He was surprised to learn 
that neither the insurance department 
nor the State department of Fire Pre- 
vention and rates is included in the 
budget. He expressed the view that 
the two departments should be in the 
budget, and at the end of the fiscal year 
the surplus fees collected in these de- 
partments should be converted into the 
treasury. Many of the other members 
of the joint committee agreed with Sen- 
ator Young, but no action was taken 
at that time. The committee is holding 
its hearings daily, so that action is 
likely to be taken at any time. 


Dissolution of Columbian Nat’l 
Fire Expected Soon 


LANSING, MicH., Jan. 27—Final dis- 
solution of the Columbian National 
Fire of Lansing, the organization pur- 
chased by the new Monarch Fire of 
Bratenahl, Ohio, is looked for soon. 

Judge Leland W. Carr, in Ingham 
County Circuit Court last week, set 
Feb. 24 as the date for hearing on an 
order to show cause why the Columbian 
National Fire should not be dissolved 
at that time. Judge Carr’s action was 
taken on petition of a majority of the 
directors of the Lansing company, 
headed by Ralph Rawlings, who took 
over the presidency when the purchase 
was consummated. 
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Chicago Board Studies 
Delinquent Premiums 





Pres. Sauter Urges Members 
to Continue Active Sup- 
port of New Rules 





Annual Meeting Last Week 


Cook County Underwriting 
Showed Decrease in 1929 in 
Spite of Addition of 21 


Companies 


CHICAGO, Jan. 29.—At the direction 
of its relected president, Fred J. 
Sauter, the Chicago Board of Under- 
writers, the organization which em- 
braces in its membership both company 
representatives and the general agents 
of Chicago, turned its attention to the 
‘problem of overdue premiums. 

Mr. Sauter, in his annual address, 
pointed to the expeditious manner in 
which life insurance companies collect 
premium deposits, or charge interest on 
past due funds. He pointed out that 
money is worth 6 per cent and when a 
fire insurance agent includes this cost 
in calculating past due premiums with 
the narrow margin permitted for 
agency operation, he is losing money on 
the business in question. Accordingly 
he urged the Chicago Board to estab- 
lish a 60-day rule for the payment of 
premiums, a matter which is expected 
to receive considerable attention from 
local fire underwriters. 

The annual meeting of the board was 
held last week. P. B. Hosmer of R. W. 
Hosmer & Company was elected vice- 
president, succeeding James M. New- 
burger; and W. C. Oxnam, of Oxnam, 
Goodman & Hall, was elected treasurer, 
succeeding A. W. Jenkisson. New 
members of the executive committee in- 
clude: Elmer D. Becker, Ira C. Darling, 
and C. M. Hayden, while James I. Loeb 
and William E. Rollo were elected to 
the patrol committee. 

Mr. Sauter declared that considerable 
progress has been made in stabilizing 
fire underwriting in Cook County, as- 
serting that it is in better condition 
than at any time since 1914. He urged 
the board members to continue their 
active support of the new rules. In 
this connection he urged the simplifica- 
tion of the subordinate membership 
classifications by placing all groups 
receiving identical commissions in the 
same group and designating the indi- 
viduals as associate members. The total 
membership was 8361 on Jan. 1, in- 
cluding 169 class one general agents, 
3365 neighborhood agents, 3264 brokers, 
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Tighten Laws, Plea of the 
Indiana Federation 





Several Changes in Present Stat- 
utes Recommended at Insur- 
ance Day Program 


Strengthening of receivership laws 
as applying to insurance companies 
and associations was advocated by the 
Insurance Federation of Indiana at the 
annual insurance day program held in 
Indianapolis Jan. 21. More uniform 
and simpler procedure in appointing 
receivers for such businesses and 
liquidating their affairs, upon insol- 
vency, is sought. 

Appointment of a committee to con- 
sider complete recodification of Indiana 
insurance laws also was recommended 
in the resolutions. The committee to 
be named will be appointed by James 
A. Bawden of Indianapolis, State agent 
of the American Fire Insurance Com- 
pany of New Jersey, newly elected 
president of the Insurance Federation 
of Indiana. 

Resolutions committee members also 
approved the passage of the agency 
qualification law by the legislature and 
promised assistance to State officials 
in enforcing the act. Officials of the 
association said the movement for the 
recodification of insurance laws had 
been urged by the association for some 
time and had the support of the State 
insurance department. 

Other officers elected in addition to 
Bawden were: Ross E. Coffin, Indian- 
apolis, first vice-president; Ralph L. 
Colby and J. J. Fitzgerald, both of 
Indianapolis; J. H. Meyn, Hammond; 
R. C. Griswold, Indianapolis; E. F. 
Johnston, South Bend, and Van E. 
Duncan, Indianapolis, vice-presidents; 
A. L. Bigsbee, Indianapolis, treasurer, 
and Joseph G. Wood, Indianapolis, sec- 
retary. 


AUSTIN, TEX., Jan. 27.—Norman R. 
Moray, president of the Southern Fire 
Insurance Company and the Southern 
Surety Company, both of New York, 
has been visiting the agencies of his 
companies in Texas. 








805 downtown real estate agents, and 
758 non-resident members. 

Business in Cook County showed a 
decline in 1929 as indicated by the 
figures for the first six months, he said, 
the total for the first half of 1929 being 
$14,558,756 as compared with $14,845,- 
181 during the corresponding period of 
1928. In addition there were twenty- 
one companies more reporting in 1929 
than in 1928, they representing $418,- 
773 of premiums in the 1929 item. The 
decrease was $286,424. 
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Texas Agents Ask for 
Law on Commissions 





Have Backing of Companies 
in Request for Maximum 
of 20 Per Cent 





Favored by the Governor 





Suits Pending Action of Courts 
Probably Will Not Be Heard 
for Several Years 


DALLAS, TEX., Jan. 28.—There is a 
move on foot among some of the fire 
insurance agents of Texas, with the 
backing of their companies, to have 
the governor submit to the special ses- 
sion of the legislature now at Austin, 
a bill fixing by law, maximum commis- 
sions to be paid for fire and automobile 
insurance writing in Texas. The plan 
is to have the maximum commission 
paid agents for fire insurance business 
20 per cent and for automobile 25 per 
cent, which are the amounts fixed by 
the State board of commissioners in an 
order promulgated May 1, 1929. 

Those behind the move say it now ap- 
pears the final settlement of the suits 
of four Dallas companies against the 
State Board of Insurance Commis- 
sioners will not be reached in the courts 
for years, and until the end is reached 
the situation in Texas will remain un- 
satisfactory, with some of the com- 
panies paying their agents what they 
like and others adhering to the rule of 
the commission. 

These agents and their companies 
claim that even though the suits are 
tried Feb. 17 in the District Court, it 
may be years before they are finally 
reviewed in the Supreme Court of the 
State, and all this time the Dallas com- 
panies will be permitted to make con- 
tracts with their agents to pay a 
higher commission than other com- 
panies are paying, if they care to do 
it. They also claim that some business 
which should come to them is now go- 
ing to the Dallas companies. 

It is pointed out that the laws of 
Texas prevent the State Insurance De- 
partment from interfering with com- 
missions paid by these Dallas com- 
panies until the cases are finally set- 
tled in the courts. These cases have 
been set down for trial a number of 
times only to be passed to later dates. 

It is said Governor Moody is favor- 
able to the idea of fixing commissions 
by law. At the same time it is pointed 
out that an effort was made to have 
such law enacted at the regular session 
of the legislature and the bill was killed 
in committee. 


Fire Insurance 


Insurance Men Candidates for 
Governor 


The Granite State seems in a fair 
way to have an insurance man for its 


next governor. A nomination by the 
Republican party is practically equiva- 
lent to an election and the most prom- 
inently mentioned candidate of the 
party is Arthur P. Morrill, president 
of the State Fire Insurance Company 
of Concord. Another man prominently 
mentioned for the Republican nomina- 
tion is Robert J. Merrill, secretary of 
the United Life & Accident Company 
of Concord. 





Insurance Institute of America 


At a recent meeting of the Educa- 
tional Committee extensive plans were 
made for the examinations for this 
year, and likewise for the general de- 
velopment of the educational work. 
Among the important steps taken was 
one to reduce the number of examina- 
tions. 

Registrations are now being filed for 
the examinations. The _ registration 
period closes on the last day of Jan- 
uary. Any registrations filed after that 
date are subject to an additional fee of 
$1.00. 








INTER-OCEAN 


REINSURANCE 


COMPANY 
CEDAR RAPIDS, IOWA 


Portfolios Solicited 








Reinsurance Treaties— 
Fire, Tornado and 


Automobile 
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Boston and Old Colony 
Field Men Meet 


Many Matters of Importance 
Considered at Two-Day 
Conference 


Comm. Livingston Present 


Cooperation of Companies with 
I. U. B. on Multiple Location 
Risks Beneficial to Agents 


LANSING, MICH., Jan. 27.—Field men 
of the Boston and Old Colony from 
fourteen Midwestern States gathered 
in Lansing during the past week for a 
two-day conference presided over by 
B. L. Healett, manager of the western 
department of the two companies which 
has its headquarters here. 

Matters pertaining to the altered 
status of the Boston and Old Colony, 
former members of the Western Insur- 
ance Bureau, but now aligned with the 
newly organized Western Underwriters’ 
Association, were considered at some 
length and numerous suggestions were 
given the field men by officials of the 
western department offices. 

Among the speakers was Commis- 
sioner Charles D. Livingston of the 
Michigan department, 

Robert G. Clark of the general cover 
department of the Boston, explained 
the function of the pool of companies 
handling multiple location risks in co- 
operation with the Interstate Under- 
writers’ Bureau. This relatively new 
development in the business brought 
about by the recent growth of chain 
organizations of all sorts has been 
rather obscure to many insurance men 
and the field men found Mr. Clark’s 
explanation most helpful. That the 
I. U. B. may be made an asset to the 
average local agent was pointed out by 
Mr. Clark, who said that stabilizing 
rate-making on widely scattered risks 
prevents the outside brokers from de- 
priving the local agents of business 
legitimately theirs by offering better 
rates. Instances were cited in which 
local agents have been making use of 
the I, U. B. facilities to their advan- 
tage and minimizing any losses they 
may sustain through the writing of 
lines that would ordinarily fall to them 
by outside brokers. 

Edmund Winchester, vice-president 
of the Boston and Old Colony, was 
present from the home offices, as was 
R. C. Dreher, advertising manager. 
Mr. Dreher offered many suggestions 
as to methods by which the field men 
may increase the advertising of gen- 
eral and local agencies and may make 
it more effective. 
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EXTRACTS FROM STATEMENTS OF FIRE & MARINE INSURANCE 
CoMPANIES 


The following excerpts from the statements of fire insurance companies are supplemental 
to those published in the previous issue of THE SPECTATOR 


Surplus to 


Name and Location of Company Dec. 31 Assets Policyholders 
f 1929 $28,842 $23,643 
Anthracite Mut. Fire Ins. Co., Shamokin, Pa.... } 1928 33,771 28,429 
1 1929 709,262 404,105 
Atlantic Fire Ins. Co., Raleigh, N. C........... 1928 709,738 370,225 
: ; 1929 25,384,990 14,737,125 
Atlantic Mut. (Marine) Ins. Co., New York City } 1928 24,355,085 14,219,643 

1929 34,464 27,738 - 
Coatamin. Ine. Co., Columbia, B.C sei scciccokce es 1 1928 30,610 21,369 
f 1929 273,149 160,392 
Druggist Mut. Ins. Co. of Iowa, Algona, lowa... } 1928 238,917 142,467 
: f 1929 286,806 14,976 
Farmers Union Mut. Ins. Co., Des Moines, Iowa. } 1928 214,050 22,859 
Grand Rapids Merchants Mut. Fire. Ins. Co., § 1929 63,808 36,740 
Grand Hapids, MIGh... . 6. ccce cscs ciscccvccvs 1928 92 398 poe 62 
Grocers Cash Deposit Mut. Fire Ins. Co., Hunt- J 1929 316,247 263,335 
MGM MAE o oss eiete oe wie Ane aurea eae aaa ae are oes 11928 277,286 227,185 
j f 1929 178,271 66,910 
Hampshire Mut. Fire Ins. Co., Pittsfield, Mass... ) 1928 164,694 61,918 
f 1929 1,216,962 280,116 
Iowa State Ins. Co. (Mutual), Keokuk, Iowa.... ) 1928 1,322,502 333,173 
{1929 879,363 698,242 
Lafayette Fire Ins Co., New Orleans, La....... 11928 832,059 675,981 
Merchants & Business Men’s Mut. Fire Ins. Co., § 1929 905,567 694,825 
a... ee 843,331 647,525 
Merchants & Manufacturers Mut. Ins. Co., Mans- J 1929 368,485 206,582 
OS Me ree i reer sienna 1 1928 336,855 203,318 
f 1929 91,808 44,121 
Merchants Nat’l Mut. Fire Ins. Co., Fargo, N. D. ) 1928 98,419 45,448 
Mutual Fire Ins. Co. of Indianapolis, Indian- f 1929 39,788 15,374 
21a i ane IR ai tec ee Di pa nie 1 1928 31,338 6,045 
Retail Merchants Mut. Fire Ins. Co., Minneapolis, f 1929 68,338 31,429 
WRN oa Oa pe ae eee ee oe 8 Aes 1.1928 69,699 33,242 
ms ; f 1929 388,680 377,966 
Richland County Mut. Ins. Co., Mansfield, Ohio.. ) 1928 379,449 378,514 
; : y f 1929 181,505 156,762 
Safety First Fire Ins. Co., Chicago, Ill.......... 2 1928 175,700 149,805 
; f f 1929 585,019 371,653 
Seaboard Ins. Co., Baltimore, Md.............. ? 1928 520,701 439.843 
E ; . : 1929 357,944 243,131 
The Sun Mutual Fire Ins. Co., Cincinnati, Ohio.. ) 1928 364,819 250,768 
; f 1929 270,830 86,178 
Texas State Mut. Fire Ins. Co., Dallas, Tex..... 1 1928 273,254 49,160 
{1929 14,694,864 4,435,191 
Travelers Fire Ins. Co., Hartford, Conn......... 7 1928 14,598,364 4,416,320 
; ; y f 1929 348,474 154,878 
Union Mut. Fire Ins. Co., Montpelier, Vt....... 71928 331,435 147,347 
1929 267,746 196,229 
West Bend Mut. Fire Ins. Co., West Bend, Wis.. } 1928 260,044 200,235 
; {1929 486,265 325,610 
William Penn Fire Ins. Co., Philadelphia, Pa... } 1928 418,787 267,724 














Western Fire Changes 


As a part of the program of devel- 
opment under Manager George W. 
Brinsmaid of their Central Department. 
The Western Fire Insurance Company 
of Fort Scott, Kansas, announces the 
selection of Clarence F. Chamberlin as 
State Agent for New York State and 
Charles A. Keenan as State Agent for 
Ohio. 





T. E. Braniff on Bank Directorate 

T. E. Braniff of Oklahoma City has 
keen eelcted a director of the First 
National Bank & Trust Co. of Okla- 
homa City, the largest bank in Okla- 
homa and one of the two largest banks 
in the entire Southwest. 


John Townsend, of St. Paul Sal- 
vage Corps, Dead 
John Townsend, a well known local 
agent of St. Paul and for many years 
treasurer of the St. Paul Salvage 
Corps, died on Jan. 22. 


At a meeting of the board of direc- 
tors of the General Reinsurance Cor- 
poration and the General Alliance Cor- 
poration last week, J. Dougald White 
of J. G. White & Co. of New York, was 
elected a director. 


Acquisition Cost Probe 
(Concluded from page 29) 
fluenced by a proved need for a higher 
compensation on the part of agents, but 
is solely a measure of selfish competi- 
tion designed to secure for such com- 
panies a larger proportion of agency 
patronage than could be obtained under 
uniform conditions of commission cost. 


This additional evidence of the un- 
willingness or inability of companies to 
limit the largest single element in fire 
insurance rates leads to a question as 
to whether rate levels fair to companies 
and equitable to the insuring public can 
ever be intelligently arrived at until 
commissions and other controllable 
items of the acquisition cost are 
brought within maximum limits. 


Certain it is that if commissions are 
to be used only as a competitive fac- 
tor the States will inevitably take a 
strong hand in the settlement of this 
question. 


There is no question in their minds 
but that agency compensation should 
be reasonable and defensible. When 
allowed to go beyond this point the 
agency end of the business suffers de- 
moralization and the insuring public 
pays the freight. 


Fire Insurance 
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Yesterday” a Fur Trade Depot 
Today ~ Capital of a Great Empire 


In all world history there is no parallel to the amazing empire building epic that is 
the WEST’S. The world’s richest inland empire, the WEST of today, inion 
trially and agriculturally bears no resemblance to that of the past. 


Yet the old WEST has left its imprint stamped indelibly upon 
WESTERN institutions and peoples. Its spirit of hospitality and 
friendliness has become our most prized heritage. 


And so it is that the WESTERN INSURANCE COM- 
PANIES have endeavored to exemplify WESTERN ST. LOUIS 
FRIENDLINESS by making it the essential com- MISSOURI 
ponent of its every transaction. 


Openings in 22 states for 
Fire, Casualty and Automobile 
Representation 


WESTERN 


INSURANCE COMPANIES 


FORT SCOTT-KANSAS 
Established 1920 
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Fire Insurance Happenings 


In Brief 














Atlanta Agents’ Association 


ATLANTA, GA., Jan. 18.—Ford Adams 
was reelected president and George 
White vice-president of the Atlanta 
Association of Fire Insurance Agents 
Friday evening at the Piedmont Hotel 
in Atlanta. 

Mr. Adams rendered his annual re- 
port, covering the accomplishments of 
the association during his administra- 
tion. The outstanding feature of this 
report was an increase in the member- 
ship from 40 members at the beginning 
of the year to 71 at the present time. 

An executive committee, with Mr. 
White as chairman, was elected as fol- 
lows: Milton Dargan, Jr., Julian 
Thomas, Carleton Y. Smith, Herman 
J. Haas and Richard Garlington. C. V. 
Hohenstein was retained as executive 
secretary. 


Stewart H. Davey, a Kentucky 
Colonel 


Governor Flem D. Sampson of Ken- 
tucky has announced the appointment 
of Stewart H. Davey to his staff as 
aide-de-camp with the rank of Colonel. 
Col. Davey, vice-president of the Sea- 
board Fire and Marine and of the 
Yorkshire Indemnity Company, is also 
an officer of the Yorkshire Insurance 
Company and the London & Provincial. 


Dixie Fire Elects Officers 


At a meeting of the directors of the 
Dixie Fire Insurance Co. of Greens- 
boro, N. C., held January 21, Harry 
R. Bush, was relected president and 
Clyde A. Holt, secretary. 

New officers elected are: C. Weston 
Bailey, vice-president; Paul B. Som- 
mers, vice-president; B. C. Vitt, secre- 
tary; A. C. Cyphers, treasurer; and 
Laurence E. Falls, Frederick Hoadley 
and William G. Davis, assistant secre- 
taries. 

Harry R. Bush and J. E. Latham 
were reelected directors, and C. Weston 
Bailey, Paul B. Sommers and Laurence 
E. Falls were added to the board. 


Egyptian Mutual Automobile 


Secretary B. E. Martin of the Egyp- 
tian Mutual Automobile Insurance 
Company of Salem, IIl., reports that 
after two weeks of operation, the num- 
her of applications received has been 
“very satisfactory.” J. H. Vawter is 
president of the carrier which was 
formed by the Illinois Bond and Invest- 
ment Company. 
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Hewitt, of Michigan Department, 
Joins Boston and Old Colony 


B. L. Hewitt, Sr., manager of the 
Boston and Old Colony western depart- 
ment at Lansing, Mich., has announced 
the appointment of his son, B. L. 
Hewitt, Jr., as special agent. Hewitt, 
Jr. for the past ten months has been 
head of the rating division of the State 
Insurance Department of Michigan, 
and previous to that time was affiliated 
with the Kalamazoo office of the Mich- 
igan Inspection Bureau. 


CoLuMBIA, S. C., Jan. 25.—At the an- 
nual meeting of the Southern Re-insur- 
ance Exchange, composed of fourteen 
Southern fire insurance companies, all 
officers were reelected. John J. Seibles, 
vice-president of the South Carolina 


-Fire, is president, and W. H. Ehlers, 


secretary of the Savannah Fire, is sec- 
retary. 


RALEIGH, N. C., Jan. 25.—At the an- 
nual meetings of the stockholders of 
the North Carolina State Fire and the 
Underwriters Fire, called for Feb. 11, 
steps will be taken toward merging 
the two companies, which have been 
operated under identical management, 
with headquarters in Rocky Mount, 
N.. G: 





AUSTIN, TEX., Jan. 27.—The follow- 
ing have been elected officers of the 
Austin Insurance Exchange for the 
year 1930: Howard Bull, president; 
John H. Chiles, Jr., vice-president; 
J. O. Garrett, secretary-treasurer; Miss 
Louise Haynie, Wallace Tobin and 
Charles Wendtlandt, directors. 


O. W. Murphy 


O. W. Murphy, agency manager of 
the American Indemnity Company and 
the American Fire and Marine Insur- 
ance Company of Galveston, Texas, 
died January 17 after a long period of 
service with both carriers. 


Farm Bureau Insurance Com- 
panies Elect 


The two Farm Bureau insurance com- 
panies of New Hampshire have held 
their annual elections and reports for 
the past year have been rendered. The 
fire company has reelected Samuel W. 
Lovejoy, president and Arthur P. Reed, 
secretary. The report shows that the 
company has written over $1,500,000 of 
insurance upon the farm buildings and 
property of the members of the bureau. 

The automobile insurance company 
has transferred the home office from 
Columbus, Ohio, to Concord, N. H., 
where all of the activities will be di- 
rected in future. Styles Bridges has 
been appointed claim agent. This com- 
pany has written over 4000 policies, the 
one requirement being that the policy- 
holder shall be a genuine farmer, not 
using his car for other than farm 
operations for more than 30 days of 
the year. This latter requirement has 
excluded many auto owners living in 
the country and using their cars to ride 
to the city to work. 


Travelers Fire Changes 


The Travelers Fire Insurance Co. has 
announced the promotion of Oliver A. 
Clibborn from special agent to assist- 
ant manager in Chicago, and the ap- 
pointment of J. M. Schneider as a spe- 
cial agent in Philadelphia. 
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meres agent who represents 
the Fireman’s Fund, Home Fire & Marine or 
Occidental can sell with unbounded confi- 
dence—in the security of the contract he 
sells, of course—but, more important still, 
with confidence in the spirit in which his 
company will interpret its contract 
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OVER HALF A CENTURY OF INSURANCE SERVICE 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK SERVICE 
FIFTY-SEVENTH ANNUAL ISSUE—1929 


This issue of the three volumes of The Insurance Year Book continues the valuable service in the 
form of Monthly Bulletins, which are issued regularly—one in conjunction with the Fire and Marine 
Volume and one in conjunction with the Casualty, Surety and Miscellaneous Volume. These Bulle- 
tins contain summaries of reports of Insurance Departments on companies, company changes, new 
companies projected and other information of value. Special Confidential Reports will also be 
rendered to subscribers by our Research Bureau of Insurance. The Insurance Year Book therefore 
presents 





A COMPLETE REPORTING SERVICE 
Financial Statements—Monthly Bulletins—Special Confidential Reports 





SOME OF OUR FIRE, CASUALTY AND 
MISCELLANEOUS INSURANCE PUBLICATIONS 



















































Fire and Marine Publications Casualty and Miscellaneous Insurance Publications 
Agents’ and Inspectors’ Pocketbook of Fire Protection $2.50 Adjusters’ Manual for the Settlement of Accident and 
Agent’s Key to Fire Insurance 3.50 Health Claims, 1926 edition. .00 
Appraisers and Adjusters Handbook 5.00 Automobile Insurance 3.75 
Automobile Insurance 3.75 Casualty Insurance Laws Taxes and Fees 25.00 
Crane’s Expiration Registers 6.50 up Causes of Disability 10.00 
Down to Brass Tacks 2.85 Claims Arising from Results of Personal Injuries 3.50 
Earthquake Hazards and Insurance 5 Cutting the Cost of Auto Insurance in Half 1.00 
Fire Insurance Inspection and Underwriting (Fourth Daily Casualties—an accident leaflet 10 
Edition) i Defying Fate—an accident leaflet 10 
Fire Insurance Law Chart 3.00 Handy Chart of Casualty and other Miscellaneous 
Fire Insurance Laws, Taxes and Fees 25.00 Insurance Companies in America -75 
Fire Insurance Policyholders Pocket Index 75 Health and Accident Salesman .50 
Fire Prevention and Protection 4.25 Health and Life Insurance Tables 10.00 
Fire Underwriting Profit and Loss Tables -10 Insurability, Prognosis and Selection 10.00 
Making of the Fire Insurance Rate, The 6.00 Investigators’ and Adjusters Hand Book, 1926 edition. 3.50 
McGarrity’s Rapid Premium Calculator 1.00. Manual of Accident and Health Insurance 3.00 
Mutual Fire Insurance Fallacies -10 Pocket Register of Accident Insurance 045 
Operation of 80% Average Clause -06 Practice of Workmen’s Compensation Insurance 4.00 
Quick Pro Rata Premium Table 50 Principles of Surety Underwriting 4.50 
Rapid Calculator : 3.00 Selection of Risks by the Casualty Solicitor -50 
Ready Reckoner for Earned and Unearned Premiums _ 7.50 Selling Accident and Health Insurance 1.00 
Semmann’s Fire Insurance Cancellation Tables 2.00 Social Insurance, by I. M. Rubinow 5.20 
Special Agents’ and Adjusters’ Handbook 2.00 Something is Always Happening—an accident leaflet .10 
oe ee ee ee = Successful Selling of Accident and Health Insurance 1.75 
Universal Manual of Fire Insurance Cancellation 3.00 ets ~~ coy saan 4 97 armenia ’ ag 
Weakness of Mutual ‘Fire Insurance 10 Standar celdent rable, one 
Where Fire Insurance Dividends Come From .10 This May Happen to You +25 
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Sole Agents for all works handled by CHARLES & EDWIN LAYTON, of London, England 


Send ten cents for complete Catalogue of Insurance Publications with descriptive circular of 
books listed above. 


WHEN IT IS PUBLISHED BY THE SPECTATOR COMPANY 
IT IS THE STANDARD WORK ON THE SUBJECT 
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HE latest official information about 

the card rate .ystem to be intro- 
duced throughout Bergen County is, 
that about April 1 (perhaps before 
that date) the first installment of cards 
will be distributed. It is the intention 
of the Schedule Rating Office to com- 
mence with the territory embraced in 
the two volumes numbered 3. At first 
the system will cover only the larger 
cities and towns such as Englewood, 
Teaneck, Dumont, Bergenfield, Leonia, 
Fort Lee, etc. Subsequently, it will be 
extended to other localities as circum- 
stances and the expressed preferences 
of local agents may warrant. The 
work involved in making this change 
is tedious and requires careful study 
and absolute correctness. 


* * * 


In its report to the Rutherford Coun- 





New Jersey News and Gossip 


cil at the annual meeting, the fire com- 
mittee stated that there had been 110 
fire alarms during 1929. Recommenda- 
tions were made for the disposal of old 
pieces of apparatus by trading or other- 
wise, and the purchase of new and more 
up-to-date equipment. A new accident 
policy, taken out recently for the fire- 
men, provides a weekly indemnity of 
$25 instead of $15 as formerly. 


Owing to the serious illness of A. M. 
Agnew, prominent lawyer, real estate 
and insurance agent in Hackensack, he 
has decided to resign the agency of 
his companies and dispose of his insur- 
ance business. He will still retain the 
presidency of the Bridge Development 
Bond and Mortgage Company Ltd., and, 
also, his legal and real estate connec- 
tions. 








Fidelity & Guaranty Fire’s 
Results for 1929 





Corporation’s Total Income for 
Its First Year Exceeds Two 
and a Quarter Million 


BALTIMORE, Jan. 25.—The Fidelity & 
Guaranty Fire Corporation’s net pre- 
mium income for the year 1929 was $2,- 
049,705, representing gross premiums 
of $2,954,478, according to Vice-Presi- 
dent and General Manager Frank A. 
Gantert, who submitted the corpora- 
tion’s first annual report to the stock- 
holders this week. 

The income from interest and divi- 
dends on stocks, bonds, bank deposits 
and miscellaneous items amounted to 
$176,648.15, making a total income of 
$2,226,353.35. 

Disbursements, which include com- 
missions to agents, payment of losses 
and all operating expenses, amounted 
to $1,525,945.17. 

The excess of income over disburse- 
ments was $700,408.18. Total assets 
were $4,702,499.86, an increase of 
$702,499.86 since the company began 
to write business. 

After providing for unearned premi- 
um reserve of $1,180,629.61 in accord 
with the statutory requirements plus 
reserves for unpaid losses, accrued 
taxes and other liabilities, the net sur- 
plus was $2,309,274.76, a decrease of 
$690,725.24, but which reduction is 
more than offset by the aforementioned 
unearned premium reserve. 

“It is gratifying to report a nominal 
depreciation as a result of the recent 
extraordinary deflations in market 
values of securities,” Mr. Gantert said. 
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“The reduction from book value as of 
Dec. 31, was but $21,950.82, or about 
6/10 of 1 per cent. Throughout this 
period we have maintained a strong 
cash position. 

“The formalities of incorporation 
were completed in November, 1928,” 
he continued, “but the date of actual 
organization may be fixed as Feb. 15, 
1929, when final payment of subscrip- 
tions to the $1,000,000 capital and $3,- 
000,000 surplus was accomplished.” 

Edwin W. Levering, Jr., was elected 
a vice-president and Francis G. Bart- 


-lett, assistant secretary; all the other 


officers were reelected. 


R. J. Baird, senior member of the 
Baird-Crawford-Lewis-Ruhmland Co., 
one of the oldest insurance men in Des 
Moines died at his home on Jan. 18. 
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Mowry to Address General 
Brokers 


Benjamin R. Mowry, manager of the 
Central Bureau for the collection of 
earned premiums, will address the 
members of the General Brokers’ Asso- 
ciation at their next monthly meeting 
on Feb. 5 on “The Function of the Cen- 
tral Bureau.” 











Pinpire State 


Jnsurance Company,” 
of Watertown. N.Y. 


Inventory 


Inventory, especially 
when taken only once 
a year, invariably 
shows some change in 
value. You can in- 
crease your import- 
ance to your clients by 
pointing out how their 
insurance policies 
should be revised to 
cover those values 
adequately. 




















THE YORKSHIRE GROUP 





The YORKSHIRE Insurance Co., Ltd. 
LONDON & PROVINCIAL 
Marine & General Insurance Co., Ltd. 


SEABOARD Fire & Marine Insurance Co. 
and 





‘Horticulture is not my line. But when I hear 
agencies spoken of as ‘plants’, I cannot help think- 
ing of Agents of the Yorkshire Group as plants of 
the most productive variety and of our Field Force 
as the most efficient of cultivating implements—and 
—of our Home Office as exceedingly fine soil.” 


The YORKSHIRE INDEMNITY Co. of N. Y. 


HOW TO WRITE RIGHT? 


WW Wigan 


Field Correspondent 


Home Office 
12 Gold Street 
New York, N. Y. 


WRITE TO WRIGHTEM! 








Fire Insurance 














N EW SHEN AN DO AH WINTER PROSPECTS 
POLICIES 





An added source of income to you and a new way 
of instilling ideas of thrift in the men and women 


of tomorrow. 


CHILD’S POLICIES There are Many 

WINTER season affords a good opportunity 
They go into full benefit at the age of 5. With for agents to drive home the need of O. L. & 
these new policies, you can offer your clients ab- T. coverage and develop good prospects for 
solutely the latest, most modern and complete in- other lines. 

surance program for children. MANY home owners and others are not aware 
: ; ; of this coverage and its real need. 

Write us for information. COMMONWEALTH’S O. L. & T. contract 
covers fully, is attractively rated and carries a 
good commission. 








CHARLES E. WARD, Agency Manager 


Shenandoah Life Insurance Company Commonwealth Casualty Co. 


ROANOKE, VIRGINIA (OLDEST PHILADELPHIA CASUALTY COMPANY) 
Philadelphia 


R. H. ANGELL E. LEE TRINKLE W. L. ANDREWS W. PREELAND KENDRICK EB. W. COOK 
President Vice-Pres. Secty.-Treas. President Vice-Pres, & Gen'l Mgr. 


(Former Governor of Virginia) 



































CASUALTY wane’ 


es JS 
GUARDIANHICASUALTY 
COMPANY 
of BUFFALO, N. Y. 
(A New York State Stock Company) 








Special Automobile Rates ARN 


Insurance Policies provide for Assured’s IF NOT—WHY NOT? 


participation in profits. Writing all types 
of the following classes of Insurance and 
Bonds. IF YOU ARE REPRESENT- 


ACCIDENT CONTRACT BONDS ING A COMPANY THAT 


AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS IS GIVING YOU ALL 


LA Ha an et YOU HAVE A. RIGHT 
WORKMEN'S COMPENSATION MISCELLANEOUS BONDS TO EXPEC T—STAY 
WITH IT! 


Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 


MAINE DISTRICT OF COLUMBIA 
NEW HAMPSHIRE NEW YORK 


RHODE ISLAND CONNECTICUT FEDERAL SURETY COMPANY 


IA MISSISSIPPI 
MASSACHUSETTS LOUISIANA “THAT YOUNG COMPANY” 
DELAWARE ILLINOIS W. L. TAYLOR 


MARYLAND VIRGINIA / 
NEW JERSEY INDIANA President 
Home Office, Davenport, Iowa 
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J. W. Scherr Is Reelected 
Inter-Ocean President 





Stockholders Vote to Retain 
Entire Board of Directors 
at Annual Meeting 


The annual stockholders’ meeting of 
the Inter-Ocean Casualty Company, 
Cincinnati, was held Jan. 23, when the 
present members of the board were re- 
elected as follows: J. W. Scherr and 
W. G. Alpaugh of Cincinnati; George 
I. Neal, J. H. Meek and Harry Scherr 
of Huntington, W. Va., and H. A. Con- 
verse, Springfield, III. 

J. W. Scherr, president, presented the 
report of the operations of the com- 
pany for 1929. The premium income 
for the year was $1,964,195.73, an in- 
crease of $41,954.74 over the previous 
year, the report stated. The net ad- 
mitted assets of the company are $699,- 
662.05 and the capital and surplus 
$330,889.24, it was shown. 

Following the meeting of the stock- 
holders, the annual meeting of the di- 
rectors was held. The following officers 
were elected for the current year: 
J. W. Scherr, president; W. G. AIl- 
paugh, vice-president and secretary; 
Geo. I. Neal, vice-president; J. H. Meek, 
general counsel; H. J. Bennett, treas- 
urer; G. S. McAfee, assistant secre- 
tary; B. C. Hammock, auditor. 


Maryland Casualty Official 
Touring Middle West 


Richard H. Thompson, third vice- 
president of the Maryland Casualty 
Company left this week on a visit to 
general agencies and branch offices in 
the Middle West, going as far west as 
Oklahoma City. 


Agent’s License Revoked 


LANSING, MICH., Jan. 26.—Revoca- 
tion of the license of Charles Young of 
Lansing to represent the Hoosier 
Casualty of Indianapolis was an- 
nounced during the past week by de- 
partment officials. Young was accused 
of misrepresenting policies and of not 
delivering them after collecting initial 
premiums. 
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Turns Down Request for 
Compensation Amendment 


LANSING, MICcH., Jan. 24.—The 
insurance department has turned 
down as impossible under existing 
laws a proposal that workmen’s 
compensation carriers be  per- 
mitted to write into their policies 
an endorsement under which the 
carriers would be reimbursed in 

- event the employer incurred 
double liability by illegally em- 
ploying a minor. Under a recent 
amendment of the labor law, 
double compensation is granted 
in such cases. The carriers, 
however, have been compelled to. 
assume the burden rather than 
the offending employers, as the 
policies made no exclusions. The 
Employers’ Mutual Liability of 
Wausau, Wis., suggested that it 
be permitted to attach an en- 
dorsement to policies under which 
the employer bound himself to 
reimburse the carrier in event of 
payment of such a penalty. 

Department officials consulted 
officials of the department of la- 
bor and industry in regard to the 
matter and finally came to the 
conclusion that the only way out 
of the situation is for insured and 
insurer to enter into an entirely 
separate contract in which the 
former agrees to reimbursement 
of the latter if his actions incur 
the penalty. The matter is to be 
left for adjustment in the hands 
of the labor department, which 
has control of administering the 
compensation act. 











State Fund Insurance Denounced 


Insurance Commissioner Sullivan, in 
a recent address before the Manchester, 
New Hampshire, Association of Fire 
and Casualty Agents, roundly de- 
nounced state fund insurance legisla- 
tion. He characterized it as “contemp- 
tible,” and stated “that it will tamper 
with the principles of our great gov- 
ernment.” New Hampshire has a fi- 
nancial responsibility automobile insur- 
ance law. 


Continental Assurance 
Holds Annual Meeting 


Officers Reelected—Three New 
Board Members—Statement 
of Business for 1929 


At the annual stockholders’ meeting 
of the Continental Assurance Company 
all directors were reelected and three 
new members added to the board, as 
follows: W. McCormick Blair, Frank 
R. Elliott and R. Douglas Stuart. 
These men were recently added to the 
board of the Continental Casualty Com- 
pany, with which the Assurance Com- 
pany is affiliated. All officers were re- 
elected and L. L. Johnson was elected a 
vice-president. 

Life insurance in force as of Dec. 31 
last was reported to the stockholders as 
$133,527,000; an increase for the year 
of $16,500,000. The admitted assets 
were reported at $13,540,465; an in- 
crease for the year of $1,783,753. Capi- 
tal, surplus and voluntary contingent 
total $3,336,148. Invested assets con- 
sist almost entirely of bonds and 
mortgages. 

These results for 1929 are by far the 
most satisfactory in the Company’s 
entire experience. In consequence, fol- 
lowing the annual meeting the directors 
declared a quarterly dividend of 5 per 
cent, being at the rate of 20 per cent 
per year as compared with 18 per cent 
in 1929 and 16 per cent in 1928. Divi- 
dend is payable April 1 to stockholders 
of record March 14. 





Hardt Agency Incorporated 


LANSING, MicH.—The John W. 
Hardt Agency, Inc., of South Haven, 
filed articles of incorporation with the 
Department of State during the past 
week. . The company, capitalized at 
$25,000, is empowered to do trading, 
contracting, building and act as insur- 
ance broker. Incorporators are John 
W. Hardt, Mary W. Hardt and Clar- 
ence T. Fritz, all of South Haven. 


T. E. Braniff of Oklahoma City has 
been elected a director of the First Na- 
tional Bank and Trust Company of 
Oklahoma City, which is the largest 
bank in Oklahoma and one of the two 
largest banks in the entire southwest. 


Casualty, Surety, Etc. 
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J. A. Beha General Manager 


of National Bureau 


William Leslie Appointed Associate General Manager; 


Both Men Leave Important Posts to Assume Direction 


of Underwriters’ Organization 


Of paramount importance to the casualty and surety business is 


the announcement that James A. Beha has been named general man- 
ager, and William Leslie associate general manager of the National 


Bureau of Casualty and Surety Underwriters. 


At the conclusion 


of a special meeting of the chief executives of the National Bureau 
held in New York City last week, they were able to announce that 
Mr. Beha had agreed to relinquish the chairmanship of the board of 
the International Germanic Trust Company in order to guide the 


destinies of the Bureau. 


The appointment of Mr. Beha confirms the 


understanding that the National Bureau, following its reorganiza- 
tion some months ago, was delaying the election of a permanent 
chief executive until it could secure the services of an outstanding 


man for the position. 

The new general manager of the Na- 
tional Bureau was introduced to the in- 
surance world in 1924 when he was ap- 
pointed Superintendent of Insurance 
of the State of New York by Governor 
Alfred E. Smith. His administration 
of that post was signally successful and 
won for himself and his department an 
international reputation. Many impor- 
tant and far-reaching developments in 
all departments of the insurance busi- 
ness were initiated by Mr. Beha during 
his tenure of office—improvements that 
were adopted and imitated by insurance 
departments throughout the country. 
Noteworthy among them were the lib- 
eralization of the investment laws gov- 
erning life insurance companies, the 
economic liquidation of many foreign 
and domestic insurance companies; the 
broadening of the powers of fire, casu- 
alty and marine companies, enabling 
them to meet foreign competition; the 
elimination of the not-taken policy evil 
by the establishment of a central bu- 
reau for the reporting of these policies 





William Leslie 
Casualty, Surety, Etc. 


in both the fire and casualty fields, and 
the elimination of waste in the casualty 
business by controlling the acquisition 
cost. 


Return to Fold Acclaimed 


In November, 1928, Mr. Beha re- 
signed the superintendency to become 
chairman of the board of the Interna- 
tional Germanic Trust Company, of 
which he had been a director since its 
organization in 1927. At that time 
there was widespread regret expressed 
that Mr. Beha had elected to leave the 
insurance business in which he had 
been such an imposing figure. His re- 
turn to the fold in such an important 
role will be universally acclaimed. 


William Leslie is also an alumnus of 
the New York Insurance Department. 
Since he left the Department in 1923 he 
has engaged in several activities, most 
important of which was his administra- 
tion of the affairs of the National Coun- 
cil on Compensation Insurance as gen- 
eral manager. Mr. Leslie left the Na- 
tional Council during 1929 to return to 
California as executive vice-president 
of the Associated Indemnity Corpora- 
tion, the position from which he will 
now resign. He plans to return to 
New York with his family and to ac- 
tively assume the duties of his new 
position on March 15. 

The action of the National Bureau in 
filling these important vacancies on its 
official staff has been awaited with in- 
terest for some time, the organization 
having functioned without a general 
manager since the resignation of Jesse 
S. Phillips. That the organization will 
be measurably strengthened by the two 
new officers is certain. That the prob- 













James A. Beha 


lems now confronting the business de. 
mand the highest type of administra- 
tive and technical ability for their solu- 
tion is also certain. It was in recogni- 
tion of this fact that two rather than 
one new executive were elected. 

Mr. Beha will be expected to act as 
chief executive of the organization and 
to care for its relationships with the 
chief executives of the member com- 
panies, with producers and with super- 
vising state officials—a role for which 
his past experience and personal quali- 
ties peculiarly fit him. Mr. Leslie’s 
function will be supervision over the 
rate-making phases of the National 
Bureau’s activities—a task which has 
become extremely important because of 
the enlarged scope of the organization 
and the demands from every side for 
greater refinement and accuracy in the 
rating structure. In this field he is 
recognized as one of the outstanding 
experts of the country. 

Albert W. Whitney, associate general 
manager, who has been with the Na- 
tional Bureau since 1914, will continue 
to supervise those activities of the or- 
ganization in which he is particularly 
interested. Prominent among these are 
many phases of accident prevention, a 
subject upon which Mr. Whitney has 
become a leading authority. Mr. Whit- 
ney’s services to the Bureau have been 
most valuable to the casualty business 
and they are appreciated by the mem- 
bers who feel that under the new 
regime Mr. Whitney’s opportunities for 
useful service will be much enhanced. 

Leslie L. Hall will continue as secre- 
tary-treasurer of the National Bureau. 

It will be conceded by all that the 
new executive staff will definitely im- 
prove the position of the National Bu- 
reau and satisfactorily equip it to take 
the initiative in attacking many issues 
which now await the attention of the 
organization. 
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City Orders Insurance 
for Service Cars 





Liability Policies Must Be 
Approved by Board 
of Aldermen 


Old Coverage Scored 


Missouri Officials Grant Licenses 
Only to Drivers with Full 
Protection 








Police authorities of University City, 
Mo., are enforcing a recently enacted 
city ordinance which requires that all 
service cars entering or operating in 
that city must be protected by a lia- 
bility insurance policy definitely ap- 
proved by the Board of Aldermen. 

Joseph H. Grand, city attorney, com- 
menting on the drive against unpro- 
tected service cars, said: “We are 
granting licenses only to those drivers 
carrying liability insurance which we 
have fully investigated and found guar- 
antees absolute protection for passen- 
gers. 

“There are about 250 members of the 
Chauffeurs Local Union No. 408 who 
are carrying policies written by a St. 
Louis company. The City of St. Louis 
has accepted this coverage on service 
cars operating in that city, but Mayor 
Eugene D. Ruth, Jr., the Board of Al- 
dermen and myself are not satisfied 
with the terms of the policies carried 
by the chauffeurs’ union cars. We will 
turn down their applications for li- 
censes until they have changed their 
policies to carry the protection we de- 
mand.” 

He then pointed out that the policies 
of the union admit liability only while 
the passenger is seated in the service 
car. “We want the passengers fully 
protected getting in and out of the ser- 
vice automobiles, as is required of 
street cars and buses,” Grand added. 
“The policy also states that the com- 
pany will not be liable if the driver of 
a service car is intoxicated or under 
the influence of drugs. We object to 
that provision. Passengers cannot 
stop to sniff the breath of each driver 
to see if he has been drinking intoxi- 
cating liquors.” 


Alliance Casualty Agents 


Joseph I. Borneman, formerly with 
the New York City branch of the Aetna 
Casualty & Surety for two years, has 
been appointed special agent of the 
Alliance Casualty Co. for Philadelphia 
territory, which includes adjoining 
suburban counties. Mr. Borneman is 
a graduate of the Penn Charter School 
of Philadelphia and of Bowdoin 
College. 
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Common Law Wife Gets 
Compensation 


LANSING, MICH., Jan. 26.—Rec- 
ognition of a common law mar- 
riage as a valid union for pur- 
poses of dispensing workmen’s 
compensation benefits was given 
recently in an opinion of the com- 
pensation commission of the de- 
partment of labor and industry. 

The commission decided that 
Rose Akopoff or Kelley was, with 
her own two children and one 
child of her consort, due compen- 
sation payments as the result of 
the accidental death of Biel Ako- 
poff, an employee of the Morgan 
& Wright Company, Detroit. A 
claim filed in behalf of a mother, 
sister and brother of Akopoff, all 
residents of Armenian Russia and 
all allegedly dependent, was de- 
nied on the ground of lack of evi- 
cence. 











New York Title Company 
Invades Chicago 





Will Write Title Policies on Real 
Estate Through Title and 
Mortgage Company 


Invasion of the field of writing title 
policies on real estate in Chicago and 
surrounding territory by the New York 
Title & Mortgage Co., a $60,000,000 
corporation, was announced yesterday. 

Activity in the mid-western field will 
be undertaken through the Title & 
Mortgage Co., a new $5,000,000 Illinois 
corporation which will act as the issu- 
ing agency. Lieut.-Col. Charles R. 
Vincent of the organizers, is president 
and chairman of the board of the Chi- 
cago company. Walter B. Smith will 
be advisory counsel and a director. 
Among the other directors are Col. 
Robert Isham Randolph, Dr. Norman 
E. Titus and Charles H. Burras. 

The New York Title & Mortgage Co. 
has been licensed to issue policies in 
Illinois by the State Department of 
Insurance. 


Types of Coverage 


The policies to be issued guarantee 
against mechanics liens, whether or 
not they are recorded, forgery and 
failure of consideration. They will 
also contain certain other features that 
have never before been available to the 
public in any form of policy of that 
character offered in Chicago. 

Opening of the Chicago offices will 
occur in a few weeks, according to an 
announcement from Colonel Vincent. 
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Hundreds of Federal 
Policyholders Pay 








Many Protests Expected 
When Case Comes Up Be- 
fore Indianapolis Court 


$3,000,000 Assessment 
Levied 





Many Pertinent Questions to Be 
Asked at Hearing of De- 


funct Association 


When the case of the Federal Auto- 
mobile Insurance Association, Indian- 
apolis, defunct some time ago, is aired 
in superior court in its home city, a lot 
of debatable questions are expected to 
be settled. Eighty thousand Hoosiers 
and 40,000 persons living elsewhere 
have been called on to pay their share 
of a $3,000,000 assessment levied by the 
receiver. Hundreds already have paid 
their assessments and the remainder 
are waiting until further court action 
to determine the validity of the demand 

Why the State of Indiana did not act 
to prevent or minimize the seriousness 
of the failure will be answered if pos- 
sible. Why thousands were permitted 
to renew or buy insurance in the as- 
sociation in 1927, after officials dis- 
covered the association was lacking 
money, will be another pertinent ques- 
tion. 

Other questions will be: 


Were State laws governing this kind 
of an insurance company violated or 
is there sufficient law in Indiana to 
protect the public against reciprocal 
associationsé 

What became of $57,000 or the asso- 
ciation’s guarantee fund two months 
before the crash? i 

Did a contract exist whereby those 
financially interested in the association 
forfeited more than $300,000 to its 
guarantee fund? The State report says 
it did. The receivers declare they 
never saw such a contract. 

Anyway it goes, the case is likely to 
bring up a lot of embarrassing mo- 
ments for the parties concerned. 





Reduce Aircraft Damage Insur- 
ance Rates 


On the basis of “experience” records 
covering recent months, which indicate 
that travel by air is steadily becoming 
safer, despite. occasional accidents, rates 
on property damage from falling air- 
planes and other aircraft, issued by the 
Continental Insurance Co. have been 
reduced. 
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NEW EDITION 


The Industrial Claim 
Adjuster 


By C. H. Harbaugh, M. D. 


Frequently an agent is called upon to adjust claims, and if he 
is in possession of this book he can tell approximately how long 
the disability, for which claim is made, should last, thus assisting 
prompt settlement. 


Constant use of this book by the industrial accident and health 
insurance solicitor will result in fewer postponements and rejections 
of applications as well as less dissatisfaction on the part of the 
claimants. 


Price, flexible binding, $1.50. 
Discount in quantity orders. 
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TO AGENTS- 


We have many excel- 
lent openings for prop- 
erly qualified agents. 
We operate in 26 
States, and the District 
of Columbia and Porto 
Rico. 


If interested, write 
W. T. O’Donohue 
Vice-Pres. & Agency Mgr. 





Life Insurance Company 
Greensboro, N. C. 
OVER 340 MILLIONS IN FORCE 
































SOUTHERN LIFE AND HEALTH INS. CO. 


“Oldest and Best’’ 


Has openings for good debit men and business producers 
P. O. BOX 884 BIRMINGHAM, ALA. 


























Agency relations are generally pleasant and 
satisfactory when dealing with Continental 


CONTINENTAL CASUALTY COMPANY 
CONTINENTAL ASSURANCE COMPANY 


910 So. Michigan Avenue 
Chicago 

















Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 

















SECOND EDITION 


FREQUENCY CURVES 
CORRELATION 


By W. Palin Elderton, F. I. A., C. B. E. 


In this, the second edition, the work on Frequency Curves 
has been rearranged and now includes a comparison of 
various systems on Curves. The chapters on Correla- 
tion, Contingency, Probable Errors and Goodness of Fit 
have been rewritten and enlarged and a new chapter on 
Correlation has been added. An abridged course of read- 
ing suggested for those desiring especially to know about 
the practical treatment of correlation, sampling, etc. 
This valuable technical work contains 248 pages, and also 
folding diagrams and tables. 


Price, $5.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents can offer the best 
in Life, Accident, and Health Insurance 


Columbian National Policies 
make selling easier 


Policies backed by one of the very strongest companies 
in the country, having ample capital, surplus and highest 
standard of reserves. Exceptional opportunity is offered 
to salesmen of character and ability. Communicate at 
once with 


Agency Department 


77 Franklin Street Boston, Mass. 
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Reciprocal Insurance 
Hit Decisive Blow 





Michigan Commissioner 
Asks’ Receiver for 
American Casualty 
Underwriters 





Gets Restraining Order 





Department Examiners Find 
Irregularities and Gross 
Mismanagement 


LANSING, MICH., Jan. 27.—Another 
decisive blow at reciprocalism, de- 
liberately invited by the inherent weak- 
nesses of the “at cost” insurance plan, 
was struck here late last week when 
petitions were filed by Commissioner 
Charles D. Livingston asking appoint- 
ment of a receiver for the American 
Casualty Underwriters of Muskegon 


and seeking a temporary injunction - 


to prevent officers of the attorney-in- 
fact from disposing of the assets of the 
exchange. 

Judge Leland W. Carr of Ingham 
County circuit court, who received the 
petitions, prepared and presented in 
behalf of Commissioner Livingston by 
Kit F. Clardy of the attorney general’s 
department, took no immediate action 
on the receivership request but granted 
the restraining order, setting Feb. 1 as 
the date for a hearing. 

The petitions are based on the find- 
ings of five department examiners 
headed by L. J. Treanor, chief exam- 
iner, who spent the first three days of 
last week going over the reciprocal’s 
books. They found, according to the 
petitions, an impairment of approxi- 
mately $65,000. It is also claimed that 
officers of the Finance Agency Corpora- 
tion, attorney-in-fact for the exchange, 
have diverted some $46,000 to their own 
uses. 

Department officials, who have sus- 
pected for some time that the recip- 
rocal was not financially sound, said 
that the examination revealed gross 
mismanagement which, coupled with in- 
adequate rates and heavy losses, 
brought about the inevitable result. 
Fortunately for policyholders in the 
exchange, which wrote an exclusively 
automobile business, the department in- 
sisted some time ago that $25,000 be 
placed in a trust fund for the possible 
benefit of the membership should the 
exchange fail to survive. This amount 
is still in the custody of the Michigan 
Trust Company of Grand Rapids and, 
if the receivership is granted, will un- 
doubtedly aid considerably in softening 
the blow of insolvency upon the unsus- 
pecting members. 
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Excess Agency Appoint- 
ments Under Consideration 





Acquisition Cost Conference Ex- 
presses Disapproval of Waste- 
ful Practice in New York City 


The question of excess agency ap- 
pointments has been under considera- 
tion by the Joint Agency Committee 
of the Conference on Field Supervision 
and Acquisition Cost for Casualty In- 
surance. Agency appointments in vio- 
lation of the Conference rules have 
given no little trouble throughout the 
metropolitan district, and several ap- 
pointments made by various com- 
panies have been disapproved by the 
agency committee because of the con- 
nection of such agency appointments 
with brokerage offices in New York 
City. In connection with the appoint- 
ment disapproved by the committee, it 
was noticed that the companies held 
to be in violation had failed to file 
questionnaires regarding the appoint- 
ments disqualified and had not replied 
to a query concerning them. 

A special meeting of the Joint 
Agency Committee was held at One 
Park Avenue, New York City last 
week, and after taking action upon 
various disapproved appointments, the 
following general motion was adopted: 

“That any appointments registered 
in the territory under the jurisdiction 
of the Joint Agency Committee which 
causes the company to exceed its quota 
shall be automatically disapproved by 
the committee and the company shall 
be requested to file an immediate can- 
cellation.” 

The foregoing resolution evidently 
intended to expedite the work of the 
Joint Agency Committee of the Casu- 
alty Conference, and permitted a great- 
er latitude in dealing effectively and 
summarily with excess agency appoint- 
ment violations. Although a good deal 
of agitation regarding excess appoint- 
ments has been evidenced in the deal- 
ings of the agency committee, it was 
noticed that at the meeting held last 
week only three appointments were 
disapproved, whereas about 25 won the 
approval of the agency committee mem- 
bers. It does not appear at the pres- 
ent time that any action, further than 
the resolution adopted at the last meet- 
ing will be taken by the Joint Agency 
Committee regarding these excess ap- 
pointments. 


U.S. F. & G. Appointment 


LANSING, MIcH., Jan. 27.—The 
Stratton Insurance agency here has 
been named a general agent for the 
U. S. F. & G., it was announced in the 
agency’s advertising here during the 
past week. 
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Policyholders to Probe 
Auto Association 





Will Review Events Leading 
Up to Insolvency of 
Indiana Carrier 


Assessments Protested 





New Petition Attacks Validity of 
Appointment of G. W. Olds 
as Receiver 


Through a petition filed by attorneys 
for former policyholders of the Fed- 
eral Automobile Insurance Association, 
now in receivership, a thorough review 
will be made of events leading up to 
insolvency, appointment of a receiver 
and the ordering of a $3,000,000 assess- 
ment, it has been announced by Wil- 
liam S. McMaster, judge in superior 
court in Indianapolis. 

A total of 120,000 persons both in- 
side and outside Indiana have received 
notice of the amount of their propor- 
tionate assessments on policies held 
from 1924 to 1927, inclusive. Thus far 
only about $30,000 has been collected 
by assessments, the other policyholders 
protesting payment. 

The petition now on file attacks the 
validity of the appointmént of Garrett 
W. Olds as receiver on the basis of 
the method used; contends that a re- 
ceiver cannot be appointed in Indiana 
for a reciprocal company; contends that 
even if the receivership appointment 
was made in accordance with law and 
if the court did have the power to ap- 
point a receiver, that it did not have 
the power to levy assessments against 
members; contends that the assessment 
was too heavy and that it would pro- 
duce more funds than are needed to 
discharge the indebtedness of the com- 
pany and questions the matter of a 
series of loans aggregating $331,976.24 
by the Federal Underwriters, Inc., to 
the other company. 

“It means a complete review of the 
entire case,” asserted Judge McMasters, 
who said he would make a thorough 
study of the points brought out in the 
petition on file. It was expected, how- 
ever, that the case would not come up 
for hearing for some time, inasmuch 
as attorneys for the receiver are en- 
titled to time in which to meet the 
issue in the form of an answer or by 
other means. When briefs have been 
filed by opposing sides, a date will be 
set for oral argument, the court said. 
Byron K. Elliott, former judge, now 
counsel for the American Life Conven- 
tion, appointed the receiver in the first 
instance. 


Casualty, Surety, Etc. 












Jt 





Prominent Agents and Brokers 





Actuarial 














RUSSERT THT 











LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 


5 ay Phenix United States National Fire of 
Fire New Fire of New Hartford 














York York 
_——, of — ol ee 







New York 
Standard of New State of Mg Indemnity Com- 
York Stuyvesant of —_ of Amer- 









National Union New York 
Pittsburgh BROKERS’ LINES SOLICITED 











nen tee at 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employee’s 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 
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JNO. A. COPELAND 
Consulting Actuary 





Suite 1027, Candler Bldg. 











Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 






Audits Calculations Consultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 
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MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
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RYAN- 


CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 
Harwood E. Ryan 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 
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Fred E. Swartz, 0. P. A. 
W. L. Clayton 
E. P. Higgins 
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JAMES H. . WASHBURN, F. A. I. A. 
nsulting Actuney 
LIFE INSURANCE -Grdinaes Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Addrzss: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
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SIDNEY H. PIPE, 
4 Fellow, Actuarial Society of America, 











| Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 
Kansas City 







Omaha 





















Fellow, American Institute of Actuaries, 

Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. 0O., 

Associate, Actuarial Society of ” America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bldg., Toronto, Ont. 




































SAMUEL BARNETT 


| CONSULTING ACTUARY 
INSURANCE LAWYER 


ATLANTA, GA. 








1131 Candler Bldg. 








ALEXANDER C. GOOD 
Consulting Actuary 


807 Paul Brown Bldg. 
St. Louis, Mo. 
and 800 Securities Bidg., Kansas City, Mo. 














Greatest Selling ] 


Plan Known 


All About it for the Asking 
Write 
The Spectator Company 


243 West 39th Street 
New York 




















NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many “hopeless” 
cases for large amounts. Agents at- 
test its usefulness. It helps sell big 
policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of mod- 
erate means, as well as men of 
wealth. 


A difficult prospect, after reading 


THE COST OF DYING 


said: ‘‘No agent on earth could sell me life 
insurance, but I am going to buy a policy 
just the same’’; and he signed up for 
$75,000. 


USE IT AND PROSPER! 


PRICES: 
aa MARE ys wlersranra acc ea-oice $ 
50 Copies Spe Siete aie orators wantate 8 
Me Yer cigr a latatglevera wratare 15.00 
500 Spare ataral piace aia eraee 60.00 
1,000 aes _ sqitecoheimueta wie wlarersee 100.00 
5,000 St» sgibigualevergaiaranieOnere 400.00 
10,000 ee . Gere piazeimeteies sates 750.00 
Orders for single copies must be 
prepaid 


Please remtt by money order or bank draft 
on New York, to avoid exchange charges. 


The Spectator Company 
CHICAGO NEW YORK 





























The Second Supplement to 
The Handy Guide, 1929 


The second supplement to The Handy 
Guide to Premium Rates, Applications 
and 7 1929 edition, has been 
issued by The Spectator Company. This 
supplement contains new policy forms 
and premium rates of several companies, 
thus bringing The Handy Guide fully 
up to date. 





Copies of this supplement = be sup- 
plied to those subscribers to e Handy 
Guide whose names appear on The Spec- 
tator Company’s books, at 35 cents each, 
while the price to non-subscribers will be 
50 cents. The three supplements to the 
1929 edition of The Handy Guide will be 
— to subscribers to that book for 

Orders should be addressed to 


THE SPECTATOR COMPANY 
INSURANCD EXCHANGE 
CHICAGO 
243 West 39TH STREET 
NEW YORK 
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EARLY RETURNS OF CASUALTY COMPANIES 
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The foliowing figures from the statements of casualty, surety and miscellaneous insurance companies, covering the year 1929, have been 
compiled from returns made direct to THE SPECTATOR 



















































' 
Total 
; Admitted 

; : . Capital Stock Assets Net Net Premiums Total Losses Dividends Expenses Total 

Name and Location of Company Paid Up Jan. 1, 1930 Surplus Written Income Paid Paid Paid Disbursements 
Abraham Lincoln Life, Springfield, Ill.t......... $200,000 $3,261, 950 $153,185 $528,134) *$1,486,813 181,641 41,158) * 
Commonwealth Casualty, Philadelphia.......___ 1,500,000} 5,882,449] 1,568,333] 4,621,290 546,331 Patt 158 $180, 000 15972347 +311 304 
Consolidated Taxpayers Mutual, Brooklyn,N.Y. | Mutual 187,002 23,566 168,138 172,058 7) Serene 79,352 : 80, 469 
Detroit Automobile Inter. Ins., Detroit... ..| Reciprocal 4,190,751 1,864, 404 3,547, 144 3,710,786 1,343,508 807,870 832,452 2,983,830 
Farmers Home Mut. Tor. & Cye., Madeln...... utual 296,452 (b) 416,305} (c) 750,492 370,902 ‘eee eee 94,712 4,740,614 
Guarantee Fund Life, Omaha.................. Assessment 15,012,490 6,498, 358 3,984,210 4,937,690 a. | | ee 1, 837, 828 4,056,293 
Integrity Trust Co., Philadelphia... |||... |. 2,077,920] 70,862,050 13,071,821|.............]...... Sisk ee i | Semen ti 
Inter-Mountain, Lloyd’ s, Salt Lake City.... © — 1,047,868) 982,696 88, 086 105, 882 7 2| | ee RRS i; | al 51,665 

eciproca | | | 
Loyal Protective, Boston . 100, 000 896, 427) 326, 533 1,245,417) 1,447,013) 738, 445) 75, 000| 625, 202) 1,454,043 
Maryland Casualty, Baltimore. 5,000, 000 46, 842,531) 6,876,567 30,924, 971) 33, 278,300 15,356, 829| 1,000,000) (f) 16,942,827; 33,299,656 
Midland Union Mutual, Juneau tarde aes Mutual (el a 28, 022) 28,022) 7,866]... i- 3,888 | "11,554 
Nevada Surety & Bonding Co., Reno.......... 250, 000| 335, 200| 37,743 43,475] 59, 234! 340) 96,500 14, 283| 111, 122 
Pacific Indemnity, Los Angeles Brion § 1,500,000| 7,301,658] 1,984,603| 5,110,513] (g) 7,080,257/ 2, 106, 499| 135,000] 2,273,738] 4,515,511 
Ridgely Protective, Boston. . ey 200, 000 721,364! 177,372 1,272, 192] 1,358, 617! 695,861) 75,000 583,302) 1,368, 222 
Royal Indemnity, New York. . | 2,500, 000 24,405, 438] 3,599, 628 15, 425, 929} 16, 666, 862) 8, 227,079] 250,000 8,989,787) 17,348, 761 
Seaboard Surety, New York ere 1,000, 000 2,279,170 902,372 412, 286) 651, 608) 4, 663) 25,000) 269, 296) 298,959 
Southern Surety, St. Louis................ eaeelears yam ol ce wy 12,113,003 | aes AL ' Pa Oe | 
300, 000] 3, 239, 556) 405,214) 2,755, 204| 3,322,171] 1,359, 966|...... 1,615,038} 3,194, 638 


Union Automobile, Los Angeles............... 7 


| 








+ Premiums and losses are for the accident and health branch only; 


capit al assets and surplus include the life branch; 


guarantee fund; (f) Includes $3,088,356 investigation and adjustment of claims: (g) Includes $1,500,000 surplus paid in. 


Big Block of Federal Surety 
Stock Bought 


New York Syndicate Gets 35,000 
Shares and Important Place 
in Management 


A New York syndicate has purchased 
a block of 35,000 shares of the Federal 
Surety Company of Davenport, Iowa, 
from Charles D. Robbins & Co. The 
announcement was made following the 
annual stockholders’ meeting. Six New 
York men were elected to the board of 
directors: Carl Sherman, former at- 
torney-general of the State of New 
York, who becomes general counsel; 
Walter B. Adams, of E. H. Rollins & 
Son, investment bankers; James A. 
Stack, chairman protective committee, 
National Credit Men’s_ Association; 
James Gibbs, president, Excess Insur- 
ance Co., and chairman of executive 
committee of Lloyd Casualty Co.; 
Frank Cohen, executive vice-president, 
Lloyds Casualty Co.; Ira A. Schiller, 
attorney, of Boskey, Schiller, Marvin & 
Sterling, director, Lefcourt National 
Bank. 

Directors of the company holding 
over in office are W. L. Taylor, Charles 
Shuler, Dr. G. E. Decker, Frank B. 
Yetter and H. G. Kahl of Davenport; 
C. W. Borg of Moline, Ill., and C. D. 
Robbins and Charles Pausner of New 
York. 


W. L. Taylor was reelected president 
and general manager and Charles 
Shuler remains chairman of the board. 
Mr. Cohen, Dr. Decker, Mr. Pauser and 
Mr. Yetter become vice-presidents, Ira 
A. Schiller, treasurer, and Theodore 
Lorenzen, secretary and assistant treas- 
urer. 

Of the 88,000 shares outstanding this 
block of 35,000 is the largest held by 
a single group. 
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West Coast Holding Company 
Refinancing 


_The North Coast Insurance Investors, 
Inc., Ltd., of San Francisco, an in- 
surance holding company is now 
making changes in its financial struc- 
ture for the purpose of adding more 
working capital to enable it to pur- 
chase additional shares of the Nevada 
Fire Insurance Company and to form 
another fire, casualty or indemnity com- 
pany. 


Declares Dividend 


The Insurance Co. of the State of 
Pennsylvania of 308 Walnut Street 
voted a semi-annual dividend of 9 per 
cent at a meeting of the board of direc- 
tors. The rate was 1 per cent more 
than for the previous half. 

The annual stockholders’ meeting has 
been called for January 20. 


The Standard Surety and Casualty 
Company of New York has_ been 
licensed in Nevada, making a total of 
42 States in which the carrier operates. 





The news story regarding the 
late Col. Fred W. Fleming and 
the Indemnity Company of Amer- 
ica in St. Louis, Mo., printed in 
THE SPECTATOR Jan. 23, in some 
instances gave the name of the 
carrier as the Indemnity Com- 
pany of North America. Inas- 
much as the latter is the name of 
one of the most successful of the 
younger casualty companies in 
the country, being ably managed 
and financially sound, we say in 
justice to the Philadelphia car- 
rier that Colonel Fleming was at 
no time connected with it. 











*Including life department; (b) unavailable; (e) Underwriters 


Unbonded Bank Cashier 
Stages Fake Hold-up 


Pleads Guilty to Speculating with 
$95,000 After Loss Is 


Discovered 


Another example of the frequent lack 
of proper bond protection on the ex- 
ecutive personnel of financial institu- 
tions was afforded in Michigan during 
the past week in the revelations of 
banking examiners going over the ac- 
counts of John R. Dufty, cashier of the 
Merrill State Bank near Saginaw. 
Dufty, who was also an insurance 
agent and who pleaded guilty to faking 
a holdup and robbery of his bank when 
he became hard pressed by reason of 
his stock market operations, is aiding 
the examiners in untangling the bank’s 
affairs before being committed to 
prison. 

It has been disclosed that Dufty was 
responsible for a gross shortage in ex- 
cess of $95,000, although his bond pro- 
tection amounted to only $25,000. Other 
items upon which recovery will be pos- 
sible, however, will raise the net re- 
covery to about $78,000, it is estimated. 


Federal Surety Appoints Greater 
Boston Agents 


The Federal Surety Company an- 
nounces the appointment of Russell, 
Fairfield and Ellis, general agents for 
Greater Boston. This is one of the old 
insurance agencies of Boston and will 
be the exclusive representation of the 
Federal Surety Company in Greater 
Boston. Mr. John O’Neil of the agency 
recently spent a week at the Home 
Office. 

The Federal Surety Company has 
established a Safety Engineer and 
Claim Department in connection with 
the new agency. 
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Goodwin vs. Downs 
on State Fund 





Federation Counsel Will De- 
bate with Former Regis- 
trar Before Chamber 
of Commerce 


Set for Next Month 





Forum Will Be Given Wide Pub- 
licity: with Symphony Hall the 
Scene and State-wide 
Radio Broadcast 


The Massachusetts State Fund plan 
for motor vehicle liability insurance 
will be debated by Frank A. Goodwin, 
chairman of the Boston Finance Com- 
mission, and John W. Downs, general 
counsel of the Insurance Federation of 
Massachusetts, at either Tremont 
Temple or Symphony Hall, Boston, 
some time next month. 

Announcement of the debate is made 
by the Massachusetts Chamber of Com- 
merce whose president, Samuel H. 
Thompson of Lowell, received. verbal 
assurances from Mr. Goodwin and Mr. 
Downs yesterday that they would par- 
ticipate. The arrangement follows 
Mr. Goodwin’ arraignment of the re- 
port of the Special Commission on 
Motor Vehicle Liability Insurance in 
which he chailenged any member of the 
commission to debate him on his own 
initiative petition for a State insurance 
fund, or on the entire commission re- 
port. 

The commission filed a unanimous 
report last Saturday which would re- 
tain the present law for insurance with 
a number of changes designed to reduce 
accidents and explode fake claims. The 
ccmmission strongly opposed creation 
of a monopoly in the motor vehicle li- 
ability insurance field, including the 
present State fund provided for in an 
initiative petition now before the 
Legislature. 

When approached by Clifton C. 
Mowry of Newton, executive secretary 
of the Massachusetts Chamber of Com- 
merce, Mr. Goodwin said that he would 
be pleased to debate the matter. Mr. 
Goodwin felt that the Massachusetts 
Chamber of Commerce was the logical 
organization to sponsor the debate. 
Mr. Downs likewise agreed to tenta- 
tive plans. 

The debate will probably be broad- 
cast by radio, officials of the State 
Chamber said. 

The Chamber’s letter of appreciation 
to Mr. Goodwin, almost identical with 
the one sent to Mr. Downs, said in 
part: 
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“The Massachusetts Chamber of 
Commerce appreciates your acceptance 
of its invitation to debate with John 
W. Downs, general counsel of the In- 
surance Federation of Massachusetts, 
the question of the establishment of 
a State insurance fund as outlined in 
the initiative petition of yourself and 
others (House bill 202) to the general 
court. 

“The proposed debate will be held in 
Symphony Hall, Tremont Temple or 
some other suitable place to be agreed 
upon. Both the general public and 
press will be invited. 

“May we suggest, tentatively, the fol- 
lowing dates: Tuesday, Feb. 11; Thurs- 
day, Feb. 13, and Friday, Feb. 14, at or 
about 8.15 o’clock p. m.” 


Good-Will Toward Insur- 
ance Through Cooperation 





Illinois Federation Will Assist in 
This Important Work by 
Furnishing Speakers 


CHICAGO, Jan. 29.—Development of 
good-will for insurance through coop- 
eration with the colleges and civic and 
business clubs of the State by furnish- 
ing speakers and lecturers when re- 
auested, was decided on by the direc- 
tors of the Insurance Federation of II- 
linois at their annual meeting last 
week, 

This important work, which is sup- 
plementary to the aid that has been 
given colleges of the State in the past, 
but more pretentious, was placed in 
charge of a committee headed by Frank 
M. Chandler of the Employers’ 
Liability. With him are W. W. Steiner, 
Globe Indemnity; J. A. O. Preus, W. A. 
Alexander & Company; Ralph W. 
Miller, Conkling, Price & Webb; Wil- 
liam H. Hansmann, Fidelity & De- 
posit; E. C. Budlong, Federal Life; 
Walter E. Webb, National Life of the 
U. S. A.; Lester L. Johnson, Con- 
tinental Assurance; E. A. Henne, 
America Fore; and W. N. Achenbach, 
Aetna Fire. The committee was to 
meet this week to discuss plans. 

The nominating committee to report 
at the annual banquet to be held the 
last week in February, includes C. H. 
Burns, J. E. Callender, Lyman M. 
Drake and Robert D. Lay. The dinner 
committee includes L. J. Kempf, 
Frank M. Chandler and Harold M. 
O’Brien. It is planned to have a man 
of national prominence as _ principal 
speaker. 

A special membership committee to 
supervise Illinois outside of Cook 
County was named. 











Texas Casualty Company 
Being Organized 


DALLAS, TEX., Jan. 28.—The 
Texas Casualty Company, an un- 
derwriting concern with a capital 
stock of a half-million dollars, is 
being organized by well known in- 
surance men and business heads 
in Fort Worth. W. B. Todd, for- 
merly vice-president of the Em- 
ployers Casualty Company of 
Dallas, will be general manager 
of the new carriers. D. R. Ben- 
nett and J. C. Herd, both with 
long experience in the casualty 
business, will be connected with 
the concern. All casualty lines, 
including workmen’s compensa- 
tion, will be written, it is an- 
nounced. The company expects 
to begin writing business March 
1. Temporary headquarters are 
at 808 First National Bank Build- 
ing, Fort Worth, Tex. 











Pacific Indemnity Earnings 

Net earnings of the Pacific Indemnity 
Co. for 1929 totaled $644,836 before 
Federal taxes, Lee A. Phillips, pres- 
ident, reports. The 1929 net was equal 
to $21.49 a share on the 30,000 shares 
outstanding. 





James A. Beha Heads 
National Bureau 
(Continued from page 40) 





The exchange has had rather a 
stormy existence, since its organization 
in 1924, as the department has pre- 
viously found it necessary to enforce 
suggestions in a vain effort to stave 
off the ultimate crash. The main factor 
in organization of the reciprocal, one 
Benefield, who is said to have had a 
somewhat checkered record in other 
States, was virtually forced out of the 
attorney-in-fact set-up. It was strongly 
rumored that the exchange was formed 
to assume the auto risks of members of 
the Ku Klux Klan and solicitation of 
business was said to have been confined 
to members of the hooded order in the 
reciprocal’s early history. This report 
was never officially confirmed, depart- 
ment officials said. 

The exchange, however, continued to 
push for business and its premium in- 
come for 1928 was approximately $283,- 
000. The last annual statement filed 
with the department showed a surplus 
of only $6,260. 

Ed. L. Ransford is president of 
the present attorney-in-fact corpora- 
tion, William J. Balgooyen is secretary, 
and Charles Larned, treasurer. 
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Wildcat Policies Bring Cat- 
calls to Michigan 


Questionable Concern Scratches 
Latest Victim in Tennessee 


LANSING, MIcH., Jan. 24.—The 
Michigan department is still being 
bothered with complaints in regard to 
the wildeat policies distributed over the 
country through the medium of the 
mail-order brokerage concern of Chase 
& Company, which formerly had its 
base of operations in Detroit. 

The latest rather hopeless wail comes 
from Tennessee where an_ influential 
Nashville agent has taken up the case 
of an insured in a small town near 
Nashville who has recently sustained 
a $3,800 loss. The only coverage he had, 
it appears, was some policies obtained 
from the Chase organization through 
his local agent. The carriers, both no- 
torious in the annals of wildcats, are 
the Midland General and British Isles, 
both supposedly British carriers, but 
of dubious existence as actual under- 
writing organizations. The Nashville 
agent asked the status of Chase & Com- 
pany and for information as to whether 
there was any possibility of collecting 
on the policies. If the insured finds no 
other recourse he will probably sue the 
agent who helped obtain the policies for 
him, the Nashville man said. 


Indiana Bank Insurance Rates 
Have Doubled 


Bank burglary insurance rates in In- 
diana have doubled in the past few 
years and are six times as high in 
States where a good bank protection 
plan has been established, members of 
the Indiana Bankers’ Association were 
told by C. E. Lamb, chairman of the 
protective committee, at the midwinter 
convention in Indianapolis. Of the 
forty-six attempted and sucessful hold- 
ups and burglaries in Indiana in 1929, 
only four were committed in counties 
belonging to the association’s protec- 
tive group, he pointed out. He declared 
banks must barricade themselves be- 
hind bullet proof glass and fight back 
through the use of guns, alarms, gas 
and the organization of vigilantes. 


BALTIMORE, Jan. 27.—The New Am- 
sterdam Casualty Company earned 
$3.03 a share on its capital stock out- 
standing at the end of 1929. The com- 
pany had 50 per cent more stock out 
on that date than it did at the corres- 
ponding time in 1928. On the same 
number of shares outstanding in 1929 
as in 1928 the per-share earnings last 
year was $4.54. 
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Albany Insurance Legislation 





ALBANY, Jan. 29.—Additional amend- 
ments to the workmen’s compensation 
act have just been introduced in the 
legislature, as follows: 

Senator A. J. Kennedy, of Man- 
hattan, amending subdivision 6, section 
15, by increasing to thirty dollars a 
week the maximum compensation for 
any disability. 

Assemblyman Arthur L. Swartz, of 
Erie, adding new section 1l-a, to allow 
an employee or prospective employee 
having a physical defect, which imposes 
a further or unusual hazard, to waive 
in writing any rights to compensation 
for injury or death attributable ma- 
terially to such defect. 

Senator John W. Gates, of Madison, 
amending subdivision 2, section 3, by 
adding to occupational diseases for 
which compensation may be _ had, 
radium poisoning or disability, as well 
as disability from blisters or abrasions, 
and from bursitis or synovitis, and for 
dermatitis or dermatotis. The same 
bill has been introduced in the House 
by Assemblyman Jasper W. Cornaire, 
of Jefferson. 

Assemblyman Jasper’ W. Cornaire, of 
Jefferson, amending subdivision 3, sec- 
tion 50, to permit a self-insurer to de- 
posit, on proof of financial ability, guar- 
anteed mortgages or certificates, guar- 
anteed by title and mortgage companies, 
fulfilling certain conditions. 

In view of the increasing number of 
bills relating to insurance that are 
being offered in both legislative 
branches, it is probable that both Sen- 
ate and Assembly committees dealing 
with that subject will be called together 
at an early day to take action on some 
of these measures. Latest additions to 
the list of pending bils affecting insur- 
ance interests are the following: 

Senator Leigh G. Kirkland, of 
Cattaraugus, adding new section 59-a, 
vehicle and traffic law, so as to make 
the owner or operator of a motor ve- 
hicle liable for injuries to guests only 
when they result from intention, or are 
caused by gross negligence. Assembly- 
man James W. Watson, of Cattaraugus, 
has offered the same bill in the House. 

Senator William J. Hickey of Erie, 
adding new article 5-b, general city law, 
so as to provide for municipal self-in- 
surance of property. The same bill has 
been presented in the House by Assem- 
blyman Forman E. Whitcomb, of 
Broome. 

Senator J. Griswold Webb, of Dutch- 
ess, adding new sections 73 and 74, 
civil rights law, providing that the 
owner or lessee of an airport or landing 
field shall not te liable to the owner, 
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Says Branch Manager Is Not 
Employee 





Was Private Contractor Under 
Meaning of Compensation Law, 
Commission Rules 


LANSING, MicH.—The compensation 
commission of the department of labor 
and industry has decided, in a recent 
case, that a branch manager for a com- 
pany who operates exclusively on a 
commission basis and hires his own as- 
sistants, is not an employee within the 
meaning of the Michigan compensation 
act and his dependents are not entitled 
to payments in event of his accidental 
death. The case decided was that of 
the dependents of Fred Oatman of 
Avoca vs. the Star Oil Company and 
the state accident fund. A deputy 
commissioner had decided the compen- 
sation payments were due as the result 
of Oatman’s death from burns in an 
accident occurring in the course of his 
employment. The oil company held 
that Oatman was a commission mer- 
chant and therefore an independent 
contractor entirely without the provi- 
sions of the compensation act. 


operator or passengers of an aircraft 
for injuries, except when they result 
from the negligence of the former, nor 
shall the owner nor the operator of 
the aircraft be liable to passengers, 
unless the injuries are due to his neg- 
ligence. 

Assemblyman F. L. Porter, making 
securities issued for financing the con- 
struction of the Whiteface Mountain 
State highway a legal investment for 
insurance companies, banks, etc. 








Able and conscientious agents 
whose aim is to build a last- 
ing business appreciate the cus- 
tomer-satisfying service of the 


MASSACHUSETTS 
BONDING and INSURANCE 
COMPANY 


T. J. FALVEY, President 


SURPLUS TO POLICYHOLDERS 
OVER TEN MILLION DOLLARS 


Fidelity and Surety Bonds 


and Casualty Insurance 




















Casualty, Surety, Etc. 
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Capital Stock 
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Book Value 
Liquidatin 
Value 

Total Earnin, 


Annual Dividend Rate 


Dollars Per Share 
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tLow (Bid) 







COMPANY 
Stock House Specializing 








Aetna C.&S.,Hart. (N.). 
Conning & Co., Hart.. 

Aetna Ins.(Fire) Hart. . 
Conning & Co., Hart.. 

Aetna Life, Hart. (N.).. 


American Ins, ae ewark . 
ArthurAtkins & Co., 
HOG TEE. ..005-50 
Clinton Gilbert, 


as saa 
Curtis & Sanger, _ | _S ESR ‘Sane 
G. Elliott & Co., N.Y.|........... er 
Milliken & Pell, N’rk .]........... GN. 


American Surety, N.Y. . 


Curtis& Sanger, } N “ee EER AE Rit 


Auto. Ins.,Hart.(N. 


Conning&Co., at Vasweeeemare ee 


Bkrs. & Ship., N N.Y. (N.) 


G. Elliott & Co.,N.Y.|........... wee 
Curtis & Sanger, 3 8 ee cased 


Balt.-Am., N.Y.(N.).. 


Gilbert Elliott, N Y...]........... aioe 
C. Sincere & Co., cs tare eee 


BostonCas., Boston. ae 


CA: Dav€ Ce Bos. 1... 60.060 sane 


H. D. “gaat 


sete rerenseloerettesecslcone 


Bosto' 
— -“' Bos’n(N.). 


C.A . Day & Co., 5 ees ele 
HD. Knox&Co.B’n|........... esa 


Brklyn. Fire, Brklyn.. 
W. Wallace, Lyon & 


Co., N. ¥ 
Camden Fire, C’n, N.J.. 


A Ate & Co. N.Y .1.....020506 aise 
Curtis & Sanger, N. SS are sabi 
G. Elliott & Co., N.Y.|........... ies 


Carolina Ins., Wil Im'n. 


A. Atkins & Co., N.Y. dein leo ses senna 
Clinton Gilbert, N.Y. |........... aac 
Curtis & Sanger, N.Y./........... pas 


Chi. F.&M.., Chi. (N.)... 


Clinton Gilbert, N.Y .|........... sane 
C. Sincere & Co.,Chi. |........... ner 


- “i 6 SS Gee 


ONCOL NY. POSEN SE wae 


Column n Nat.Life, Bos’n 
C. ‘. . Day & Co. Inc., 


HD enox& Co, B's besten nets ‘sie 


Conn. Gen. Life, Hart. 


Conning oe arr sleied 


Cont’! Casualty, Chi. 


C.Sincere & Co., Chi..|........... dle 
Clinton Gi!bert, N. A ee ae seis 
Curtis & Sadger, Rg ee eenure Bare 


Continental Ins., 
le Fire, Newark. . 


Elliott & Co., N.Y]... 000... ae 


Excess Ins. Co. of Amer 
ica, New York.. 


Clinton Gilbert, N.Y]. <a 
NY * 


Curtis & Sanger, 
Gilbert Elliott, N.‘ 





Fid.-Phen. Fire, N & pee | 
Firemen’s Ins., Newark. |b16, 
A Atkins & C0, NY o1..50.005000 cae 
Curtis & Sanger, Lf S ee siete 
Milliken & Pell, N’rk .}........... ane 
GilbertElliott, NE ccencs ees 
Clinton Gilbert, NOW cna, conics sonst 
Franklin Fire, Phila. . ..| b2,500,000 
A. Atkins & Co. N.Y.) ......0c00e0 prolate 
Curtis & Sanger, N.Y.|........... ome 


Glens Falls, Glens Falls. 


A. Atkins & Co.,N.Y. Sacer botece 
ClintonGilbert, N.Y. |........... ated 
Curtis & Sanger, 5 8 eee one 


Globe & Rutgers, N.Y. . 


Gilbert Elliott,N.Y...]........... iw 
Clinton Gilbert, N.Y.|........... sae 
Curtis & Sanger, N.Y.]........... are 
Globe Ins., Pittsburgh. .| b1, 000,000 


W. Wallace Lyon & 


Cos, NOW TOIK. 6. Nh occcscccccs sete 
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Great Amer. Ins., N.Y.. 
A. Atkins & Co., N.Y. 
Gilbert Elliott, N.Y.. 
Clinton Gilbert, N.Y. 
Curtis & Sanger, N.Y. 

Hanover Fire, N.Y..... 
A, Atkins & Co., N.Y. 
Clinton Gilbert, N.Y. 
Curtis & Sanger, N.Y. 
Gilbert Elliott, N.Y. . 

Harmonia Fire, Bulfalo 
Clinton Gilbert, N 
Curtis & Sanger, N iY 

Hart. Fire, Hart. (N.)... 
Conning & Co., N. Y.. 

Hartford Steam Boiler & 
Inspn. (new) Hartford 
Conning & Co., N.Y.. 

Home Ins., N.Y. (ND: 
Gilbert Elliott, N.Y. 

Hudson Cas. pan 2 J. Cy 
Clinton Gilbert, N.Y. 
Curtis & Sanger, N.Y. 
Gilbert Elliott, N.Y.. 

ms . Exp., N.Y.. 

urtis & Sanger, N.Y. 
Gilbert Elliott, N.Y 
——, Fire, Phila. 
Wallace Lyon & 
Won ., New York. 

Indep. Indem., Phila. . 
W.Wall. Lyoné& CoNY 

Ins. Co. of N. Am., Phil. 
A Atkins &Co., N.Y. 

Lincoln Nat. Life, Fort 
Wayne, Ind.... ‘ 
Conning & Co., Hart. 

Maryland Cas., Baltim’e 

Gilbert Elliott, RY... 

Mass. Bond. & Ins., Bos. 
a rer Day & Co., Inc., 
H.D. Kuox & Co, Bos. 

a — Ins. (Pfd.) 


Bos 
Merc. ry Manuf. Fire, 
Lae 
W. Wallace Lyon & 
Co., New York.... 
Mo. State Life, St. ae 
Gilbert Elliott, N 
A. Atkins & Co. me N.Y. 


Clinton Gilbert, N.Y.}.... 


Curtis & Sanger, N.Y. 
National Cas., Detroit. . 
C. Sincere & Co., Chi. 
National Fire, Hartford 
Conning & Co., Hart.. 
Natl. Liberty, N.Y..... 
A. Atkins & Co., Pe s- 
C. Sincere & Co.,C 
Clinton Gilbert, 'N. a 
Curtis & Sanger, N.Y. 
Nat’! Surety, N.Y.. 
Nat'l Union Fire, Pitts. . 
Gilbert Elliott, N.Y... 
New Eng.Fire, Pittsfield 
C. -- ee Inc., 
H. by oo & Co., Bos 
New Hampshire Fire, 
Manchester (N.). . 
A. Day & Co., Inc., 


H.D. Knox& Co.,Bos. 
New YorkFire, N.Y.... 
W. Wallace Lyon & 
Co., New York.... 
New World Life, Spo- 
kane, Wash. . 
C. Sincere & Co., Chi. 
Old Colony Ins., Boston 
C.A.Day&Coine,.Bos, 
H.D. Knox & Co.,Bos. 
Pacific Fire, New York. 
Clinton Gilbert, N.Y. 
Curtis & Sanger, N.Y. 











Miscellaneous Insurance 


*Current annual dividend rate. 
(b) Present capital, balance of items pertains to figures as of December 31, 1928. 


(f) High and low for year. 
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As of December 31, 1928 January 27, 1930 As of December 31, 1928 January 27, 1930 
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COMPANY | 32 COMPANY ae 
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$ 3 $ 3 $ $ $1 $ 3 $ 3 $ $ $ $ | $ 
Peoples Nat’IFire, N. Y.| 1,000,000] 5 | 20.73] 24.09} 8.30) 1.00 Eecech Mak Aa St. Paul F.&M., St. Paul} 4,000,000} 25 |104.01/137.08} 1.13] 4.00]....]....}215 |195 
Clinton Gilbert, N.Y.|.......-.0 eD| SERRE SA A) ee 184} 194 By eee Clinton Gilbert,N.Y..|........... Oe SET GR SRS Re 198 |205 |....}.... 
Curtis & Sanger, N.Y.|........... SS LE, OP SAR aoe 18, 3 ee eee ee 2 es See Se ee See Ane 195 |205 
Phoenix Ins., Hartford.| 6,000,000) 10 | 4520 | 55.82) 7.63) 2.00)....]....} 80 | 70 warm, Ss 1,000,000) 25 | 65.74) 82.01) 10.25) 1.50)....]....] 67 | 50 
Conning & SS See eae Tere A cae Spee cco a, 3! Mee SRSA Atkins& Co. .» N. ¥. ep ena) En! VLR Se ERS Mok 63 | 67 
Presidential F. &M. ,Chi. 500,000] 25 | 33.32) 46.36} 1.81]..... Se wabieenBecauhecsa Gilbert i R&R Eee er Serer Repeee Seine) See 52 | 57 
C. Sincere & Co., (il aS Senn Sores Speteee < Ceo! Seer 42 | 46 Sylvania Ins. Co., Phila. 1,500,000} 10 | 20.50} 32.26} 1.10)..... covet oe | a2 
Providence, Washington W. Wallace Lyon «& 
Providence (new). . 3,000, 000/100 |519.20/590.20)141.23|20.00 65 | 60 3S 5 SR RRINE eeee eee coer ope, Seven) Ao) ree 38 5:32 0. ...-t.<. 
C. A. Day & Co., Inc., Travelers Ins. ,Hartford.| 17,500,000|100 |246.00/917.80) 54.15/24.00)....|....|1480}1350 
ME Pree vo ncc tines sence PAE SR OP) ee co 60 | 64 Conning & Co. SO eae SOR) EE See Ril Se 1380}1400}....].... 
H.D. Knox&Co., Bos.|........... TEE eee, He Ce eee APE 61 | 63 United Life & Acc. Ins. 
Rhode Island Insurance, Co., Concord. . 500,000} 25 | 44.50] 98.36) 7.47) 1.50).... 
hye CS ae 1,500,000} 10 | 22.14) 30.28} 3.75) 1.20]....)....] 38 | 30 C.A. Day & Co., ‘Inc., 
A. Day & Co.,Inc., Boston. . ol Sew eee besa Paatenucan caatiwaslaeeat 43 
Bosto oe eat Pe cowe waeta fuera la we viele Aero ase Pew cneie ew acis 32 | 37 U. S. Fidelity & Guar- ae . ee 
H.D. Knox & Co..Bos.}........... devas amore dates alberedaaiele ae ee 32 | 35 anty, Baltimore..t...} 10,000,000) 10 | 24.28) 32.57 .36| 2.00) 45 | 49 | 50 | 40 
Republic Fire,Pitts’h. . 1,000,000} 10 | 20.00) 33.73) 5.55] 1.20].... 28 | 23 United States Fire, NY. b5, 000,000) 10 | 50.10) 64.86} 16.77) 2.70]....|....| 66 | 50 
W. Wallace Lyon & Clinton Gilbert,N.Y. |........... ne Ae See, Se aed Re 3 ee See 
Cor We eon crerelte eter dese era dboates tans sik beans cabeses 23 | 27 U.S. Mer. & Ship., N.Y.| 1,000,000}100 |287.62/384.80} 28.85) 8.00)....]....|325 |290 
Reins. Life of Am., Chi.| 500,000 | 50 |100.00]131.31] 3.53] 3.00]....|.... Clinton Gilbert, N.Y.}........... sin dEeda' cS akeans as am iawkeewas 290 (310 |....).... 
C. Sincere & Co., Chi| .......... Sed AE srae ae mas teaensteiaie cae 100 |105 Curtis & Sanger, N.Y...}.........6. ivadduddaledeeesraacedie wens 290 1315 
Security In. Co. of ‘New Virginia Fire & Marine, 
Haven, New Haven 2,000,000} 25 | 79.70/109.74| 10.14] 3.00).... .| 98 | 88 Richmond. . 500,000} 25 | 91.30)127.12) 1.26) 4.50)....}....}125 |100 
A. Bika & Co, NY be oo. ccus SE) POA LA RRC APE 90 | 96 |.. ios Clinton Gilbert, N. Y. a ata eased at Spare bvuddwalewnensBeacsaubedaes | ee 
Curtis & Sanger, N.Y.]........... Sr eeGhee cctewbaes vise Peas nent aekes Wr Ot... ts. A. Atkins & Co., N.Y.|........... Se TOES) SA) BUS tel Sees 105 {115 |....}.... 
Springfield F.&M., ; Curtis & Con TY ear reas Sines Sareve als an eaale waced bees i i ee ae 
Springfield, Mass.....|b5,000,000) 25 | 94.50/151.96] 19.32) 4.00)....)..../165 |150 Westchester Fire,N. Y.| 2,000,000] 10 | 39.66] 56.91) 6.32) 2.50)....]....] 60 | 50 
C.A Day & Co., Inc., Curtis & Sanger,N .Y.|........... dined koueesbecwendiecesusieenes SEGRE... ...E.<2. 
OMG ses ev sccodbenoseteceas isaac se bering oalewanes Mawes 155 {165 ye OE SS eS, Bee Keel See Beene eee SF 1 OO 8.... 
fC SO Ee ee See memes Cate teen ere 57 | 60 





























*Current annual dividend rate. 


(b) Present capital, balance of items pertains to figures as of December 31, 1928. 


(f) High and low for year. 
+Un!ess otherwise noted from Dec. 1 to date. 
tAs of December 31, 1929 








Central Fire Stock Advancing 


BALTIMORE, Jan. 28.— Central Fire 
Insurance Company stock has attracted 
attention on the Baltimore stock ex- 
change by a steady advance in the last 
two weeks, says a writer in the finan- 
cial column of a local paper. Volume 
of transactions has been light, but the 
small supply of stock on offer resulted 
in a gain of six points in that period. 
It is known that several out-of-town 
insurance companies have approached 
the Central with a view to buying con- 
trol, but it was learned from Charles 
H. Roloson, the newly elected president, 
that none of the offers was considered 
acceptable. He emphasized that those 
in control of the company were de- 
termined to continue present policies 
by operating as an independent organi- 
zation. Control of the company lies in 
a voting trust. 


Montreal Life Sold to Atlas 
Assurance Company 


The Atlas Assurance Co. of London, 
England, has bought about 65 per cent 
of the outstanding shares of the Mon- 
treal Life Insurance Co. The sale was 
negotiated by A. P. Earle, president of 
the Montreal Life, according to a letter 
sent out by him, for reasons of a per- 
sonal nature. Mr. Earle declared the 
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sale to the Atlas was made on condition 
that the Montreal Life Insurance Co. 
would continue in existence, and that 
there would be no change in the organi- 
zation. 

The Atlas Assurance Co. is an old 
British institution established in 1808. 


At a special meeting of the board of 
directors of the National Guaranty 
Fire Insurance Company of Newark, 
held on Friday, Jan. 10, 1930, Spencer 
D. Baldwin was elected chairman of 
the board and Thomas E. Rook was 
elected treasurer. 
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The Insurance Business Must Go On 


EGARDLESS of what may happen to individual 

companies, the insurance business must go on. Like- 
wise it must continue to grow. This is because its con- 
tinuance on a sound basis is of such tremendous impor- 
tance to every single person in the country. 

The portfolio of Jnsuranshares Corporation of Delaware, 
an investment company specializing in insurance stocks, 3 
contains securities which represent a cross section of the 
strongest and fastest growing companies in the business. 


Send for our new booklet giving full information. 


INSURANSHARES CORPORATION of NEW YORK |¥ 


Underwriters and Distributors 


49 Wall Street, New York 











.Drdhrk. Odd» 





>. 


San Francisco 





























Miscellaneous Insurance 










































“This is one of the most impressive books 
on salesmanship I have ever read. Human, 
fresh, sparkling, and crammed with ideas so 
sound and persuasive that insurance sales- he 
men everywhere should study them, apply 

them, and double their production.”—K. A. 
Luther, Vice-President Aetna Life Insur- 
ance Company. 


' f 
$1.000.000 A MONTH! 


C. P. Rogge has been writing over a million of life 


“T consider the book the most original con- 
iB tribution to life insurance literature that I 

have ever read.”—Hugh D. Hart, Vice- 
President, Penn Mutual Life Insurance Co. 
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insurance a month. Another salesman after a thirty- 
five minute talk with Mr. Rogge wrote $840,000 in 
less than six weeks. This talk Mr. Rogge has put in a 
book entitled 


IT’S ALL 8O EASY 


—when you know how 











What general agent or company official 
can fail to put this book into the hands of 
every one of his agents, when such results 
are possible? 


Here is modern salesmanship 1935 model 
—hot off the griddle. 
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Price, per copy $1.50; per dozen copies, $16.20; per hundred copies, $120; lo 

per thousand copies $750 i 
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“Here is a book which for brevity, clarity “Mr. Rogge tells nothing but facts in his eq 

and punch may never be equalled. It hits little book. If one will actually analyze the re 

the spot and supplies a real need to all life things he says, it is easy to understand the th 
insurance agents—to know when to stop reasons for Mr. Rogge’s great success.”— 

talking.”"—George Miller, Insurance Editor, Gerald A. Eubank, Manager Life Insurance mi 

New York Evening Post. Department, Johnson & Higgins. du 
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